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ON THE COVER: Should Life Agents Be Allowed to Sell Securities?—P. 38 





GOOD AGENT ARITHMETIC 


...INA’s Accident & Sickness Policies 


INA’s 4-in-1 Family Accident and Sickness policy is a plus for any agent. We 
believe it is the broadest and most flexible—first and best in the field! The 
producer has a complete choice of contracts for all clients, whether individuals, 
families, associations or employee and special groups. Short or long term, 
special or all-purpose, standard or unusual risk, INA provides the A&S con- 
tract to cover any hazards, answer any need. Sell any or all in your one-stop sell- 


ing. It’s good arithmetic to be an INA agent with a future—ask our Fieldman. 


INSURANCE BY NORTH AMERICA 


insurance Company of North America + Indemnity Insurance Company of North America + Life Insurance Company of North America + Philadelphia 








EMANUEL DASH and STANLEY BLAU, DASC 
States Life Insurance Company since 1927, are specialists in insuring human values . 
their well rounded agency on one of the most extensive portfolios ever assembled by one company. 


GENCY, INC., NEW YORK CITY, General Agents for The United 
. have built 


“partners MN SUCCESS...” 


“Actually,” says Mannie Dash of Dascit, “Ours is a 
three way partnership with The United States Life. 
They have paved our way with a personalized agency- 
company relationship, a magnificent portfolio of com- 
petitive contracts and the door opening prestige of the 
oldest legal reserve stock life insurance company in 
America.” 


Dascit is representative of scores of successful agents 
who have recognized the tremendous potential of a life 
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with The United States Life, and who have grown and 
profited with it. 

Of importance to you is the present opportunity for 
qualified young men of today to become the men of dis- 
tinction in the insurance field of tomorrow. 

We invite you to discover for yourself how you may 
become a part of a dynamic insurance organization 
which has actually doubled its life volume in four short 
years. Use the coupon below — now. 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


84 William Street, New York 38, N. Y. 


Please tell me more about 
United States Life plans for me. Dept. 4-9 


Name 
Address 


City. 





Confidence in the future 7 


ADVERTISED @ Sure. he's got it! 
IN LOCAL 
NEWSPAPERS 


Advertisements similar 
to this one are targeted 
at the prospects of 

our representatives in 
their own local areas. 
Each advertisement 
features a particular 
policy; thus affording 
the local agent a 
“hard selling” partner. 
These advertisements 
will reach millions 


erga ace His Pan-American policy 


our territory, building 


prestige forthe company paid most of the bills! 


and developing prospects 


for the agent. . ; ; . . : , 
His Accident and Sickness policy with Pan-American Life really 


The fine promotional 


assistance rendered by “paid off’ when he needed ready-money for hospital and doctor 


newspapers, magazines bills. He knew, when he took out his policy, that Pan-American 
and reprints of Life was built upon public confidence . . . and he knew he could 
our ads, furnished by face future emergencies with more confidence because of this policy. 


the Home Office, are 
additional ammunition. But he didn’t foresee what wonderful aid he’d really get! Believe 


All this, coupled with our me, now that Pan-American is helping him he has become one of 


ete ip ; 
op notch policies and the company’s many boosters. 
sales aids, will help you 


sell more under Are you covered? If not, talk it over with your friendly Pan- 


PAN-AMERICAN’S American agent— 
CAREER CONTRACT 
General Agents 


CoaaperaWbrcin Name and 
President 


a % (oddeeh silat tal Address go here 





U. S. Life Insurance 
Companies—writing 





more than 90% 


Executive Vice-President of all life 


cath chloe ~—_agett, Pan-American Life 
Senior Vice-President sagt IN Insurance Company 
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A Mutual Company @ New Orleans, U.S. A. 
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SHOULD LIFE AGENTS BE ALLOWED TO SELL 
SECURITIES?—P. 38 


A perennial question comes up again in new form when Ohio 
discusses licensing life agents who are also registered as se- 


curities salesmen. 


REPLACEMENT COST COVERAGE FILLS REAL NEED—P. 40 
Fire coverage that allows a property owner to restore his 
damaged property fully has been controversial, but now is 


being labeled necessary. 


AGENCY BANQUET—FOR BENEFICIARIES—P. 42 


The Hoyer Agency put on a “Million Dollar Dinner’ to cele- 
brate payment of a million dollars in benefits and invited the 
beneficiaries to attend. 


DENTAL GROUP PLAN STARTS AS EXPERIMENT—P. 44 


A new plan to give a firm's employees dental insurance will 
stress preventive protection as well as dental repairs. 


FIRST CENTURY FOR "A VITAL FORCE"—P. 46 


Editor Cullen reports on the centennial celebrations of the 
Equitable Society of New York and pictures its growth along 
with the course of history since 1859. (SEE ALSO his Editorial 
"Lasting Values Through a Century of Change” on page 31.) 


LAWYERS PROFESSIONAL LIABILITY COVERAGE—P. 48 
THE SPECTATOR's regular department "Coverages and Forms” 
analyzes a new errors and omissions contract designed to 
protect lawyers and law firms. 
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HOW MUCH 
IS A LOT? 


That depends on you! It de- 
pends on how much money 
you want to make — and 
whether you can instill in 
others your spirit of accomplish- 
ment and “know how.” So, 
ask yourself: 


Can | show others how to 
prospect—to get leads from 
their own efforts, ability 
and imagination and not de- 
pend on the home office or 
their supervisor? 


Can | inspire others to 
tell a convincing story— 
and do better with a proven 
competitive merchandising 
plan, featuring dismember- 
ment—lifetime income — 
top value income settlement 
option—and the premium 
payment plans of the future, 
Check-O-Matic and Aut- 
O-Check? 


Can | inspire others to enjoy 
competition—and mere im- 
portant, to compete with 
themselves? 


Can | instill in others the 
desire to earn—more money 
by making the most of their 
abilities? 


If you can give affirmative an- 
swers to those questions, then 
there's NO LIMIT to “How 
Much Is A Lot” when you have 
an Ohio State Life Contract 
which offers: 


Highest lifetime service fee 
in the business to ade- 
quately compensate the 
career underwriter — tully 
vested renewals for 9 years 
—top first year commis- 
sion on par and non-par 
policies—agency office al- 
lowance — non-contributory 
pension plan — operating 
capital for new agents. 
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These Names Make News: 
Dawson, Brooks, Braddock 


W. J. Dawson has been named 
state insurance commissioner 
for South Dakota. 

Walter F. Brooks was appointed 
deputy superintendent of the 
Insurance Department of New 
York. He has been under civil 
service in the department since 
1939. 

William J. Braddock has _ been 
elected president of Mid-Cen- 
tury Insurance Company of 
Farmers Insurance Group. 
Raymond C. von Rosenberg has 
been named president of the 
Fire Insurance Exchange in the 
same group. 


Russell Wetmore has 

been named con- 

troller of Mutual of 

New York. He suc- 

ceeds J. McCall 

Hughes who was 

appointed executive 

vice president. 

Dr. George M. Wheatley, promi- 
nent pediatrician and a public 
health authority, has been ap- 
pointed head of Metropolitan 
Life’s health and welfare divi- 
sion. 

Duane E. Kuntz has been ap- 
pointed executive vice president 
of National Old Line Insurance 
Company, Little Rock, Ark. He 
had been executive vice presi- 
dent of Oil Industries Life. 

Stevens L. Shea is joining the 
American Insurance Company’s 
Newark office as a vice presi- 
dent. He will head the recently 
established Data Processing De- 
partment. He has been Plan- 
ning Secretary for Massachu- 
setts Mutual Life. 

L. H. Sanford, secretary-treasurer 
of Preferred Insurance, Grand 


Rapids, Mich., has been elected 
president. He succeeds the late 
Edward Kuiper. 


Carl H. Anderson (above |.) has been 

elected chairman of the board of Home 

Life. Albert W. Tegler was elected presi- 

dent. 

W. J. Holliday, Jr., has been 
elected chairman of the board 
for American Travelers Life of 
Indianapolis. He is a director of 
Howard E. Nyhart Co., pension 
consultants, and has other busi- 
ness interest in Indiana. 

William P. Lynch has been elected 
vice president in the district 
agencies department of Pru- 
dential. William Ingram, Jr., 
was promoted to second vice 
president to replace Lynch in 
the regional office in Boston. 
Gerald Golob has been named 
president of Alltrades Insur- 
ance Company, newly organized 
to write workmen’s compensa- 
tion insurance in California. In 
1957, he formed California Em- 
ployers General Agency, which 
will now be the management 
company for Alltrades. 

Charles E. Pledger, Jr., Washing- 
ington, D. C., attorney, was 
elected president of the Interna- 
tional Association of Insurance 
Counsel organization. 

Dale C. Tinstman was elected fi- 
nancial vice president and 
treasurer of Central National 
Insurance Group. Harold E. 

Continued on page 8 
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CHARTING your 


course through the complexities 
of insurance buying calls for 
professional skill. The independent 
insurance agent is an expert 

in many kinds of insurance 
protection, including those 
provided by the U.S.F. & G. 


Select and consult your 
independent insurance agent 
or broker as you would 
your doctor or lawyer. 


CASUALTY—FIRE—MARINE INSURANCE e FIDELITY-SURETY BONDS 


United States Fidelity & Guaranty Co., Baltimore 3, Md. + Fidelity Insurance Co. of 
Canada, Toronto. Fidelity & Guaranty Insurance Underwriters, Inc., Baltimore 3, Md. 
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A new series of 
compelling U.S. F. &G. 
ads like this . . . in 
THE SATURDAY 
EVENING POST, 
TIME, U. S. NEWS 

& WORLD REPORT 
... IS Currently 
building still 
greater public 
respect for the 
independent agent. 





at ACACIA we get 


before, not after... 





Left to right: Joseph A. Barbeau, Manager, District of Colum- 
bia; Paul E. Vollmers, Manager, Chicago; Walter F. Szwed, 
C.L.U., Detroit, leading personal producer for 1958; Howard W. 
Kacy, President of Acacia; Harry J. Shaffer, Agency Vice 
President; Truxtun Perry-Smith, Manager, Sacramento; Vernon 
R. Zimmerman, Manager, Northern Virginia; R. Kelly Sheridan, 
C.L.U., Manager, Rhode Island. 

La Noue Matta, Manager, Los Angeles, a member of the 1959 
Committee, was not present when this photograph was taken. 


Acacia Mutual 


51 Louisiana Avenue 
Howard W. Kacy 
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the “Field Viewpoint” 


and weve been doing it for thirty years! 


In 1929, Acacia created an entirely new concept in Home Office and Field relations 
by establishing its Field Advisory Committee. Since then that Committee has, as 
its name implies, functioned in an advisory capacity to Management. The resulting 
close association between Home Office and Field has avoided the “trial and error” 
methods customarily used in developing life insurance coverage, effective sales aids, 
and improved services to policyholders. In addition, it has assisted the Company 
in developing the most advanced plan of agent’s compensation backed up by equally 
generous disability, death and retirement benefits. Small wonder that Acacians 
consider service on the Field Advisory Committee as one of the greatest honors 
they can achieve and why Acacia, in turn, places such a high value on this most 


important management-field relationship. 


Pictured here is the 1959 Committee as it prepared for a series of meetings with 
members of Acacia’s Home Office Staff. Acacia is proud to pay tribute to these 
men who through outstanding performance earned the right to represent their 
associates at the round-table conference. It is largely through their efforts and 
those of the men who preceded them that it is at Acacia “Where You Get 
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Tomorrow’s Protection Today. 


Life Insurance Company 
Washington 1, D. C. 


PRESIDENT 
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THE 
PLEDGE 
OF 
THE 


CHARTERED 





LIFE 


UNDERWRITER 


“In all my relations with my clients, I agree 
to observe the following rule of professional 
conduct: I shall, in the light of all the circum- 
stances surrounding my client, which I shall 
make every conscientious effort to ascertain 
and to understand, give him that service 
which, had I been in the same circumstances, 


I would have applied to myself.” 


We join the industry in offering 
congratulations to all those receiv- 
ing their Designation and who will 
repeat this pledge at the Confer- 
ment Dinner in Philadelphia on 


September 23. 


£ hiladelphia Fk ife 


INSURANCE COMPANY 


111 NORTH BROAD STREET, PHILADELPHIA 7, PA, 











These Names Make News 


Continued from page 4 


Stout was made director of 
agencies and vice president. 
Max Rochhols was made vice 
president and general manager 
of the Protective National, one 
of the Group’s three companies. 


Edwin H.  Forkel, 
president of the Na- 
tional of Hartford 
Companies since 
1956, has been elect- 
ed president of Con- 
tinental Casualty of 
Chicago and its sub- 
sidiary, Transporta- 
tion Insurance. 


George Getman, former county 
welfare director, has_ been 
named _ secretary-treasurer of 
the Shiawassee Mutual Fire, 
Corunna, Mich. He had previ- 
ously been president. Harold 
Hanchett was made president 
and Alva Braid vice president. 


Robert K. Eby, at- 
torney, was elected 
board chairman of 
Grain Dealers Mu- 
tual. He has served 
as a director and 
general counsel of 
the company since 
1933. 


Cyr ©. oH. Carson, Q. C., LL.D. 
has been elected to the board 
of Manufacturers Life. 


Blake Tyler Newton, 
Jr., has resigned as 
president of Shenan- 
doah Life to accept 
the newly created 
post of executive 
vice president with 
the Institute of Life 
Insurance in New 


York City. 


Frank M. Long, executive vice 
president and treasurer of the 
Donner Corporation, John V. 
Diggins, judge of the court in 
the 32nd Judicial District of 
Penna., Frank T. Lamey, vice 
president and Arthur H. Nelson, 
treasurer, have been elected to 
the board of Quaker City Life. 

Joe Agee, senior vice president 
and director of the First Na- 
tional Bank in Dallas, has been 

Continued on page 10 
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**Unforeseen events...need not change and shape the course of man’s affairs” 


eae 


* 


Dangerous outlook 


Neither you nor the ostrich can hide from danger. A fire, unexpected personal accident, 
robbery, disabling illness, auto crash, lawsuit ...any one of these financial losses could 
wipe out the fruits of a lifetime of hard work. “‘Don’t bury your head in the sand”’ to the 
value of modern up-to-date insurance protection. Be sure, in these days of inflation, 
that the amount of your coverage is adequate. Your local independent insurance agent or broker 


who represents the Maryland in your community knows what kind of insurance you need, 
and when you need it. And he’s always at hand, ready to act, when loss occurs. 
Because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 
There are many forms of Maryland protection for business, industry, and the home. Casualty Insurance, Fidelity and Surety 
Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers. 








Another striking advertisement to help build more business for the local agent or broker by dramatizing the importance of insurance to value 
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THIS COULD 
=] =a Zo) 0 ae 


. . . setting out to see a client or a prospect, delivering a policy, 
answering a call from an assured who has had a loss. In other words, 
you functioning in your professional capacity of Local Agent. Your 
three watchwords are Knowledge, Experience and Service. You 
are a first citizen of your community. As such, we salute you— 
and invite you to join our agency “family.”” Why not write us. 


Writing FIRE and ALLIED LINES 
**In the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building * Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C 





These Names Make News 


Continued from page 8 


elected to the board of Praetor- 
ian Mutual of Dallas. 

Henry G. Sheehy has been ap- 
pointed vice president to head 
the new fidelity and surety de- 
partment of Argonaut Insur- 
ance, 

William J. Bird, ex- 
ecutive vice presi- 
dent of the Greater 
Boston Chamber of 
Commerce, was 
elected western vice 
president of John 
Hancock Mutual. He 
will be senior officer 
in twelve western 
states including 
Alaska and Hawaii. 


Edmund F. Wagner has been 
elected a director of Home Life, 
New York. He is chairman and 
president of the Seamen’s Bank 
for Savings. 


E. Kirk McKinney 
has been elected 
chairman of the 
board for Jeffer- 
son National Life. 
He had been presi- 
dent of the com- 
pany since its or- 
ganization. 


Henry E. Kingman was elected a 
director of Massachusetts Bond- 
ing and Insurance Company. He 
is president of Franklin Man- 
agement in Boston. 

Arthur A. Houghton, Jr., president 
of Steuben Glass, has_ been 
elected to the board of New 
York Life. 


Raymond C. John- 
son has been named 
vice president in 
charge of marketing 
for New York Life, 
which is reorganiz- 
ing its sales organ- 
ization to carry out 
a "total marketing” 
program. 


Di. Benjamin C. Willis, general 
superintendent of schools in 
Chicago, and Herbert C. Kurth, 
secretary treasurer of Kurth 
Malting Co., Milwaukee, have 
been elected to the board of 
trustees of the Northwestern 
Mutual Life. 

Continued on page 12 
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STATE MUTUAL 
Can Lead to as Much 
as $60,000 


of EXTRA Sales” ‘S. — 


ow 


Future sales opportunities are a built-in 
feature of State Mutual’s Guaranteed Insur- 
ability . the Rider which guarantees 
the policyholder the right to purchase addi- 
tional amounts of life insurance in the 
future, without evidence of insurability and 


at standard rates. 


Every three years, from ages 25 through 
40, the policyholder has a guaranteed option 


face value of the basic policy or $10,000 if the 
face amount is greater. For the “under 25” 
group, this means six option dates. It is thus 
possible to add as much as $10,000 at each 
option period for total extra sales of $60,000. 


Rider is ideally suited to the young market 
— young doctors, interns, college seniors, 
young executives, juveniles. Here’s a practical 


up-to-the-minute idea to help you sell, today, 


to buy an additional amount equal to the and grow along with this market tomorrow. 


STATE MUTUAL LIFE ASSURANCE COMPANY OF AMERICA 


tionon State Mutual’s new Guaranteed WORCESTER, MASSACHUSETTS 


Insurability Rider. 


Mail coupon today for full informa- > 


Please send me full information on your new 
client-building Guaranteed Insurability Rider. 
Name___ 


STATE MUTUAL 


LIFE ASSURANCE COMPANY 


@ OF AMERICA 


WORCESTER, MASSACHUSETTS 


Company __— 


Street___ 


| | es ee : State 
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North, south, east or west... 
you'll find prospects every- 

) where, young man! The im- 
portant thing is to be on the 
GO. Make every minute count 
—minimize the detail. For 
years experienced producers 
‘have turned to Millers Na- 
tional and Illinois Insurance 
Companies to help them 
short-cut the selling process. 
Personalized field service, flex- 
ible contracts, proven sales 
aids and home office coopera- 
tion—these are the tools 
which help you convert your 
time into cash. Make this 
year a record-breaker. Call for 
a field man or write 


MILLERS NATIONAL 
INSURANCE COMPANY 


ILLINOIS 
INSURANCE COMPANY 
Home Office, Chicago 6 


rour/ ndependent 
Tnsurance Mi [AGENT 


staves) vew /riast 








These Names Make News 


Continued from page 10 


T. Morgan Williams, vice presi- 
dent and secretary of the Home 
Indemnity, was elected a direc- 
tor of the company. 


George F. Sigler of 
Brumberg, Judlowe 
& Sigler, has been 
elected president of 
the National Asso- 
ciation of Public In- 
surance Adjusters. 


Thomas W. Cullen, president of 
Beneficial Corp., has been named 
to the board of Bankers Na- 
tional Life to fill a vacancy cre- 
ated by the recent death of Roy 
E. Tucker. 


G. Arnold Hart, president of the 
Bank of Montreal, has been 
elected a director of Sun Life 
Assurance Company of Canada. 


Frank Baker, Jr., secretary of 
Monumental Life, has been 
elected a director. 


John M. Bragg has been elected 
vice president and actuary of 
Life of Georgia, and Leon H. 
Hames as assistant secretary. 


Spencer S. Brewer has been ap- 
pointed resident vice president 
of Continental Casualty for the 
Southeastern States with his 
office in Georgia. 


. Virgil Cottle, Jr. and Frank A. 
Jeffett have been named vice 
presidents in the reinsurance 
division of the Republic Na- 
tional Life Insurance Company. 


Robert S. Gillespie and Edwin H. 
Marshall were elected vice 
presidents for Indemnity Insur- 
ance Company of North Amer- 
ica. 


Carl Schaefer has been appointed 
assistant U. S. manager for the 
Sun, Atlas, Royal Exchange 
Group. James E. Preston was 
promoted to treasurer, and 
Charles Lewis to corporate sec- 
retary of the Group. 


John F. Hook has been elected 


vice president and chief actuary 
of Standard Insurance, Port- 
land, Oregon. He was _ previ- 
ously assistant vice president 
and group actuary. 


Albert W. Hegwood has been 
elected vice president in charge 
of claims of Maryland Casualty. 
He succeeds H. Ellsworth Mil- 
ler who has been appointed 
executive vice president. 


George Kenigson has been ap- 
pointed vice president and act- 
uary of the Sun Life of Amer- 
ica. He was formerly associate 
actuary. 


Donald L. Moore has 
been elected man- 
ager of the South- 
ern. Insurance In- 
formation Service, 
Atlanta, Ga. 


William Anderson has been ap- 
pointed manager of the new pro- 
motion department of the Na- 
tional Association of Insurance 
Agents. He was formerly in 
sales promotion and public re- 
lations with Insurance Com- 
pany of North America. 


Joseph A. Mayo has been ap- 
pointed vice president of Sea- 
board Life, Miami, Fla. For- 
merly he was regional group 
executive for Mutual of Omaha. 


William J. Robinson has been pro- 
moted to comptroller of the 
INA vroup and also to assistant 
secretary of Indemnity Insur- 
ance Company of North Amer- 
ica. Frank J. Wesner was elected 
assistant secretary of the INA 
group. Leroy J. Simon was 
elected associate actuary of the 
Insurance Company of North 
America. 


Edwin F. Knoblock has_ been 
named manager of the newly 
formed research and develop- 
ment department of the Glens 
Falls Insurance Company. 
Henry T. Moore, Jr., has been 
designated manager of the sys- 
tems and procedures depart- 
ment. 

Continued on page 62 
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. and besides, sir, I'll be buying more of 


Provident Mutual’s ‘insured insurance’ when I’m 25, 28, 31, 34, 37,40... 


Regardless of any change in insurability, young 
people of today (and somewhat older ones, too) 
can buy added Provident Mutual life insurance on 
specified future dates at standard rates. Yes—as 
much as $10,000 more at each option date without 


evidence of insurability! The amount purchased is 


governed by the face amount of the basic policy. 

Brokers who are sales and service minded will 
want to investigate. So will agents whose com- 
panies don’t offer this modern insurability guar- 
antee—Provident Mutual’s Guaranteed Purchase 


Option. 


Provident Mutual 


Life Insurance Company of Philadelphia 
13 
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What's the good 


ITC 


Now The Home Insurance Company 
Premium Budget Plan is broadened 
to cover MORE insureds! 


Premiums totaling $70.00 or more are eligible for 12 monthly payments. 
Automobile policies may be included with other lines in making up the $70.00. 


























LOWER MINIMUMS ON Premiums totaling $40.00 or more are eligible for 4 quarterly payments. Auto- 
mobile policies may be included with other lines in making up the $40.00. 


ONE-YEAR POLICIES Automobile premiums of $300.00 or more are eligible under 12 monthly or 
4 quarterly payment plans without supporting business. 





Any combination of one-,three- and five-year policies is eligible if it produces as 


SUBSTANTIAL REDUCTIONS little as: 


ON COMBINATIONS $6 $10 $15 
Monthly Quarterly Annually 





and It costs only $1.37 to Thico-pay $70 one-year premium in 12 monthly payments. 


ECONOMICAL 2 It costs only 55¢ to Thico-pay $40 one-year premium quarterly. 


Cae eee 
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word wn ~msurance ? 


BROADENS PLAN! 


Compare these / profit building features — 


see for yourself why VHC @ 


is a better “WAY-T0-PAY” 


Protects Renewals —The credits developed under Thico’s continuous level-payment plans will assist 
you in the retention of renewals and in the reduction of flat cancellations. These credits are applied against 
the first payment on renewal, thereby providing continuous protection. 

Reduces Insureds’ Balances — You no longer need to advance premiums for your insureds, a down pay- 
ment will place them under the plan. 


Offers Variety of Plans — You are able to offer your insureds the type payment plan best suited to their 
financial needs—monthly, quarterly, or annually. Custom-made plans will be developed to meet special 
requirements. 

Full Commissions Available—You receive entire commissions on “Home” policies upon acceptance of 
agreement. 

Increase Sales— Low-cost budget plans providing small and convenient payments will enable your 
insureds to purchase more insurance protection. 

Thico Takes Over Collections—You are relieved of collection and bookkeeping detail after you collect 
the down payment under the initial agreement. Thico collects all subsequent payments, including first 
payments on renewals, new policies and additional premiums. 

Simplicity of Operation—A simple Premium Payment Agreement is all you are required to prepare 
initially. Complex forms are eliminated and clerical detail minimized. Easy-to-read rate tables provide 
all payment information. The premium amount is all you need. The tables do the rest. 


The HOME Sn rer 
Property Protection since 1853 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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COAST to COAST 


WESTERN AND SOUTHERN LIFE... is tringing 2 


new kind of personal protection to millions of policyholders and prospects 
throughout the nation. With the Company’s unique ‘‘Guide to Security’’, 
representatives of Western and Southern are equipped to provide a com- 


plete insurance programming service for every personal and business need. 


_ THE WESTERN AND SOUTHERN 
LIFE INSURANCE COMPANY. 


“CINCINNATI, OHIO + A MUTUAL COMPANY + WILLIAM C. SAFFORD, PRES. 
| "REGIONAL OFFICES: | 


Philadelphia, Pa. ‘* Asheville, N. C. © St, Louis, Mo. Galveston, Texas © Los Angeles, Calif. 
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is ripe to boost your oliiine by giving your clients what they want: credit. 
And CAP—The Fund’s flexible new Credit Account Plans—is the answer! 


Your insureds can use TM K to spread out premium pay- 


ments. It means théy get proper Drpieton without a lump-sum premiums. 


‘CAP adidineite, simple to prepare, save abe: l M K for you, 


ee with CAP you can virtually forees about accounting and collections. 


tor review the CAP Kit with your fieldman 
‘from The Fund. Capitalize on CAP! 


CREDIT 
ACCOUNT 
PLANS \ 


SORRY, NOT YET AVAILABLE IN OHIO AND VIRGINIA 4 LY 


TimMe/CAPITAL OPPORTUNITY FOR PROFESSIONAL PRODUCERS 
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He’s an insurance man, working for hustling agents. He’s an engineer, 
building sales for you. 

Agents, more and more, realize the tremendous potential of Boiler and 
Machinery Insurance. The Employers’ Agent knows how much we do to 
make it easier to produce. The Man with the Plan is completely backed by 
a highly competent, nation-wide engineering service. He has at his disposal 
experienced men to handle plant surveys, to work with him on sales pro- 
posals, inspections, losses and many other time-consuming details. He has 
attractive, informative, interest-arousing brochures for prospects. It’s that 


easy. It’s most productive. Informative illustrated brochures 


Let The Employers’ give you “‘eyes and ears”’ for profitable business .. . are available to show, in easy to 

“ »F . . : understand fashion, how The 
eyes and ears’”’ for bigger, easier sales. Look into all the advantages of Employers’ Boiler and Machinery 

The Employers’ completely engineered plan for Boiler and Machinery Insurance covers both direct and / 

Insurance. More important, put that plan to work for your benefit. You'll indirect losses, and provides 

a ; effective loss prevention 

profit by it. engineering service. 


: A | 
THE Hmployers Group OF INSURANCE COMPANIES \ 
| 
110 MILK STREET 
(EG BOSTON 7, MASSACHUSETTS 


The Employers’ Liability Assurance Corp., Ltd. e The Employers’ Fire Insurance Co. « American Employers’ Insurance Co. e The Halifax Insurance Co. of Mass. 
The Employers’ Life Insurance Company of America 
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In a world where insecurity is rife . . . factors contributing to personal, 
individual and family security are to be valued all the more highly. 
The whole world knows about the American home and family... 
flourishing under the highest standard of living of all time... anywhere. 
Whatever ...whoever @ contributes to the efficiency and peace of mind of 
the wage earner and head of the household... 
e helps to keep the mother with her children during their precious formative years..+, 
e keeps families together, in familiar surroundings, in the face of death 
and disability... ¢ provides the blessings of financial independence throughout. 
the golden sunset years... builds a better world of prosperity and peace, 
In the field of insurance, these factors and more, lend dignity and 
worth to our profession... 
Here at SECURITY MUTUAL we're proud to be a part of the whole picture! 


security mutual life insurance company 
Marian tcnmgit agency vie resent. Cflocut, Sccuuily owt (Mulund bebe 


EXCHANGE STREET, BINGHAMTON, N. Y. 
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“Here’s how I picked up $1,731 
in NEW premiums with more to come.” 


by a Pittsburgh insurance agent 


“When I heard that a contractor was about ready to 
renew his firm’s liability insurance, the first thing I did 
was call Bill Nearing, Special Agent for The American. 


“Knowing we were up against tough competition, Bill 
and I wasted no time making a detailed survey of this 
company’s present liability policies. It paid off! Bill 
found some over-lapping coverages. Back at his office 
he had The American underwriter work out a program 
that eliminated all duplication and offered proper cover- 
age at less premium . . . with The American’s Compre- 
hensive Liability Policy. 


“Needless to say, the contractor was pleased as 
punch. He not only awarded me the policy totaling 
$1,731 in premiums but also promised me, as soon as 
they expired, his personal Homeowners policy, the 
Money and Securities policy on the business, and the 
total Fire line on the office building and other property 
he owned . . . with premiums in excess of $2,000! 


“Believe me, I’m not letting this extra income go to 
waste. That’s a new outboard motor on my boat. And 
that’s Bill Nearing right next to it. It’s a real pleasure 
to take him for a cruise once in a while. After all, he’s 
worked as hard for it as I have!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputa- 
tion, multiple line facilities and excellent branch 
office services...offering prompt policy-writing, 
expert engineering, premium auditing and speedy 
claim attention. Contact your closest American 
branch office. Let us prove to you that The American 
means business... MORE BUSINESS FOR YOU. 


American |nourance (Group 


NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Gorporation 


ACCIDENT & HEALTH + ALLIED LINES » AUTOMOBILE + BONDS + BURGLARY « FIRE - GENERAL LIABILITY 


GLASS «+ INLAND & OCEAN MARINE -« 


20 


MULTIPLE PERIL « 


WORKMEN’S COMPENSATION 
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New Brokerage Aids tom MONY 


Z 


ANOW + AagNOW °* 


“ 


jENCY 

INSURANCE act 

' | womerown wmgumaticn 28 
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ANOW « AJNOW 


ANOW « AJNOW » 


AINOW « 


t 
{ 
i 
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r =a EPLY CARD) 
ant 


i BUSINESS REPIT 
|__ mecemem eeemnns 
MOMETOWN INSURANCE AGENCY 


423 mais STREET 


ANOW °« 


HOMETOWN, U.S A 


AJNOW « 


4 sales-making letters that feature your name. MONY pays 
half their cost, handles all the details...and you get all the replies! 





ANOW - 


This program consists of 4 separate letters three months for one year. You receive all 
(as above). They’ve been tested for selling answers, all leads. Full-year campaign of 
power. And they’re personalized — yours’ these brokerage business-getters costs you 
from letterhead to signature to reply cards. pennies per letter. Free booklet gives =") 
MONY prints and mails a set for you every details. Send for your copy now! : 


AJNOW * 


I, 


ee ee ee ee oe 


FREE BOOKLET 
DESCRIBES MAIL CAMPAIGN, # a 
SHOWS ACTUAL LETTERS — 


he. i V/ MONY, B’way at 55th St., New York 19, N.Y. 
UTUAL | EVV ORK Please send me MONY’s free 


MONY-MAILINGS booklet for brokers. 
The Mutual Life Insurance Company Of New York, New York, NY IL ; , 


Sales and service offices located throughout the United States and in Canada Name 


For Life, Accident & Sickness, Group Insurance, Pension Plans Address 


MONY TODAY MEANS MONEY TOMORROW City 
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County 


Brokerage name 


MONY + MONEY » MONY + MONEY « MONY © MONEY ° 
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LILLIAN L. PROBST 


Lillian Probst writes, “My 
letter is from the heart, 
rather than from the head. 
I could write volumes about 
my work with Franklin.” 


In the 17 years of her 
Franklin association (she 
had no previous experience) 
her earnings have averaged 
over $12,000 annually. 


Last year her income, as 
reported to the Director 
of Internal Revenue, 

amounted to $22,277.95. 


“TIT wouldn’t trade 
places with anyone” 


West Columbia, Texas 
June 21, 1959 


Mr. Charles Becker, Jr. 
Franklin Life Insurance Company 
Springfield, Illinois 


Dear Charles: 


In thinking over the last 17 years of my life, the happi- 
ness and prosperity enjoyed by me have been much 
more than mere luck. I am most grateful and would 
like to tell you why. 

The acceptance of Franklin special contracts proves 
beyond a doubt that Americans want to buy the best. 
The spectacular growth of Franklin Life in the last 20 
years is reflected in the success of the agents. Oh, am I 
glad that I had a part in the making of this history! 

Thanks is such a small word but the meaning is great. 
My whole heart and soul are bubbling over trying to 
pour out gratitude to President Becker and all the other 
company officials for the marvelous, special contracts 
and wonderful sales aids. 

Franklin has made things so easy for me—material 
blessings and joy which you cannot even imagine. Let 
me say, right now, I would not trade places with any 
one in this whole wide world. 

If there is any doubt in the mind of anyone, I would 
like to tell him how wonderful it is to be in the great 
family of the friendly Franklin Life. It can do for him 
exactly what has been done for me. 


Sincerely, 
Lillian L. Probst 








a, The Friendly 
ame TRAN TKILIDN ILEIRIE Courasy 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
The largest legal reserve stock life insurance company in the U.S. devoted 


exclusively to the underwriting of Ordinary and Annuity plans 
Over Three Billion Dollars of Insurance in Force 
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- lion's 
share 


of the publicity spotlight 
’ : ; goes to the INDEPENDENT 
['ll admit il - \ “ . ™ % AGENT in eye-catching 


. jittle about 
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America Fore Loyalty 
advertisements like this 
afford © one, appearing each month 

in nationally famous 
magazines with an audience 


of 100,000,000 readers. 


Currently appearing in: 


THE SATURDAY EVENING POST 
~ NATIONAL GEOGRAPHIC 
*« 
READER'S DIGEST 
+ 
NEWSWEEK 

*« 

TIME 

4 

LIFE 
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“T earned over 10,000 
in My FIRST YEAR with 


NATIONAL RESERVE LIFE”’ 


Says WAYNE CREASY, General Agent 
Independence, Kansas 


“I Attribute My Good Start To The Type Of 
Merchandise I Sold. National Reserve Life’s 
Special Savings Plans are Second To None 
In The Life Insurance Business of America 
Today!” 


The phenomenal success record of such a capable 
and efficient insurance man as Wayne Creasy, pro- 
vides an inspiring example of the money-making op- 
portunities our Company offers today. Mr. Creasy, 
who is a real sales-making pacesetter, agrees when 


we say: 


You, Too, Can Make Money Like This! 


...If your experience and ability qualify you 


for General Agent capacity. On account of our vig- 
orous expansion program we have currently available 
some highly desirable territory openings. Write us 


today—and all correspondence is in strict confidence! 


National Reserve Life is recognized as one of 
the Midwest’s fastest growing companies and _ pos- 
sesses the highest ratings possible to secure regard- 


less of size or age! 


Specialized merchandise with proved sales ap- 
peal, plus complete Home Office cooperation, are 


assured! 


So...if you want to make more money and 
enjoy unlimited opportunity—WRITE US TODAY! 


H. O. CHAPMAN 


NATIONAL RESERVE LIFE INSURANCE COMPANY ss ‘ase eee 
_ | Chuirman of the Board 


TOPEKA + SIOUX FALLS 
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Here’s a name in your files . . . well-to-do, pop- 
ular. He’s semi-retired . . . he and his daughter 
are active sports enthusiasts. Over the years he 
has bought insurance from you . . . all forms, 


A case for various amounts. He’s devoted his efforts to 


AZ TNA LIFE’S 


building an estate for his daughter and family. 


But he’s given no thought to the conservation and 
distribution of this estate. He’s a perfect pros- 


ESTATE ANALYSIS pect for A&tna Life’s Estate Analysis Planning 


Service. A nearby A®tna Life General Agency 


PLANNING SERVICE has Estate Analysis experts ready to help gen- 
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eral insurance men develop and sell these sub- 
stantial cases. 


Why not check your files for men like this today? 


Service to General Insurance Men 
“Compass” is a monthly AZtna Life service pub- 
lication written especially for general insurance 
men and brokers, It points out unusual opportu- 
nities for building commissions and for cementing 
relationships with your clients and their attorneys 
and accountants. To receive your copy regularly 
write: “Compass”, Atna Life Insurance Company, 
Hartford 15, Conn. 


u ‘ 


AEA TNA LIFE 


INSURANCE COMPANY 


Affiliates: ATNA CASUALTY AND SURETY COMPANY ® STANDARD FIRE INSURANCE COMPANY ® Hartford, Connecticut 
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THE HOUST 





where work and play are combined = 
PR OF! TABLY! We invite you to join these 


major business firms who have located in this progressive 
area. Ample labor supply, excellent schools, perfect climatic 
conditions make this community ideal. Any insurance com- 
pany owning and occupying a Florida branch office and serving 
three or more states, may effect savings up to 80% of normal 
state taxes on premium income. Your employees would have 
the opportunity to live, work and play where most people 
dream of retiring. 


ST. PETERSBURG CHAMBER OF COMMERCE 


Jack Bryan, Industrial Director Dept. S St. Petersburg, Florida 
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“No wonder I like to sell John Hancock” i 


_ 
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His company wants him to aim high 





The man who earns the Chartered Life Underwriter 
designation is recognized as an insurance profes- 
sional by those he serves—and by his fellow agents, 
too. People know they can rely on him for sound 
advice on all life insurance problems. 


Many John Hancock representatives are preparing 
for the CLU examinations of the American College 
of Life Underwriters, for they realize this study 


equips them to better serve their client communities. 


The John Hancock Signature Series 
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The John Hancock man knows that his company, 
by strongly encouraging CLU study, is actively 
helping him to get ahead—just another reason why 
he likes to sell John Hancock. 
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LIFE INSURANCE 


BOSTON, MASSACHUSETTS 


COMPANY 


the most advanced liye insurance portfolio 





Tf you are 
tomorrow 
minded... 


your clients will respect Central's prompt, fair 
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Arthur Copel 


in time of need. 


new home. 


this oppo” 


thud Copetan 


claim service 


Paying claims is your prime function as 
far as your customers are concerned. 
Logically, the way their claims are settled 
determines how they feel toward you. 


When you sell Central, you have behind 
you an outstanding reputation for 

prompt, fair claim service. 

Central has other distinct advantages— 
not merely to help you sell—but to build 
your prestige, your reputation, your 
professional status in the community. 


Send for the booklet, “Plus Factors for 
Added Premium Volume.” Write to: 
Advertising Department, Central Mutual 
Insurance Company, Van Wert, Ohio. 


Gantral Wurnal 


INSURANCE COMPANY 
Van Wert, Ohio 


A MULTIPLE LINE COMPANY 


Home Office: Van Wert, Ohio. Branch Offices in: Atlanta, Boston, Dallas, Denver, Los Angeles, Montreal, New York, San Francisco, Toronto. 
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LIFETIME PROTECTION FOR b 
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Here’s the policy for your clients and prospects age 60 and over. It’s 
The Travelers Guaranteed Renewable Hospital & Surgical Expense policy 
GR(2). 

Find out how it can help meet the following: Hospital room and board 
costs — miscellaneous hospital expenses — emergency hospital treat- 
ment of accidental injuries — surgical expenses. 

With the GR(2) policy your clients will have protection when it's 
really needed — during the years when accidental injuries or illnesses can 
occur with great severity. 

More than 4,000 experienced claims personnel throughout the United 
States and Canada back up the GR(2) policy and all other contracts offered 
by The Travelers, now in its 96th year. 

Your Travelers field man, whose business is to help you build your 
business, has full details on the GR(2) policy. You can reach him through 
the nearest Travelers branch office or general agency. Why not call him 
today. 


j ci 6s Ge a * Via Sala okies Nk 


INSURANCE COMPANIES © HARTFORD 15, CONNECTICUT 
all forms of personal and business insurance including 


Life * Accident * Group * Fire * Marine * Automobile * Casualty * Bonds 
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Northwestern Mutual’s 
point of view 
makes a difference... 


e believe that 
an agent can succeed 
more quickly in an 


atmosphere of success. 


ORTHWESTERN MUTUAL agents are in- 
N spired to set their sights high... and 
they are given every aid to help them 
reach their goals. 

As a result, new men are quick to make 
impressive records. An unusually high per- 
centage of Northwestern Mutual agents be- 
come members of the MDRT: 8.7% as 
compared to 1.1% for all companies. Our 
agents also lead in achieving the CLU des- 
ignation: 15.5% as compared to an all- 

afeguarding tomorr companies average of 2.8%. And 36% win 
Soa the National Quality Award as compared 
to 5.9% for all companies. 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
Milwaukee, Wisconsin 
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Lasting Values Through a Century of 


HE first and last years of the centennial 
of the Equitable Life of New York can be 
called indeed years of decision. 

The year 1859 was in an era wherein capitals 
in Europe were alive with sinister schemes for 
national expansion at the expense of rival na- 
tions. Every move of prince or envoy was the 
secret concern of all and was ascribed a motive 
ulterior and cunning. Empires were in the mak- 
ing. Victoria and her counselors were erecting 
a Britain of world domain. Bismarck and 
Cavour, Louis Napoleon and Franz Joseph, avid 
and ambitious on the continent of Europe, 
watched her progress with envy and sought by 
devious method and forsworn alliances to match 
her power and prestige. 

A century has passed. In 1959 the continents 
all have been ravaged by war after war. Great 
empires are memories, their peoples enslaved. 
Ambition, greed, and a lust for power and terri- 
tory have taken their toll of men and their 
bravest deeds. The thirst for human dignity, 
however, has prevailed to aid those who aspire 
under God to be free and independent. Nations 
which guaranteed the spiritual and economic 
rights and security of the individual have per 
severed. 

In 1859 Colonel Edwin L. Drake drilled the 
first successful oil well. From this discovery 
came a new way of life on earth. Oil powered 
engines have filled the wars which followed with 
death and devastation. Yet through oil, peace 
became more enjoyable and civilization was 
raised to a higher plane. In 1959 nuclear mis- 
siles and space exploratory engines fill men’s 
imaginings with dread, so great is the annihila- 
tion potential of these new machines. 

America in 1859 was approaching that climax 
which within a few short months was to flame 


September 1959 


Change 


into the irrepressible conflict from which North 
and South were to emerge, under the wise guid 
ance of Lincoln, a nation with common ideals, 
‘ommon aims, free and indivisible. In 1959 new 
stresses are mounting based on age old conflicts 
in human rights and justice that seemed to have 
been settled in the long ago. 

Those projects of 1859 which owed their be- 
ing to the baser human emotions and relied on 
deceit, destruction, and dishonor to win the day 
ire details on history’s pages. The institutions 
which placed on high goodness and humanity 
are increasing their influence and acclaim and 
providing hope and confidence for millions. 

Life insurance, pioneering to prominence in 
1859, inspired Henry B. Hyde, a young man 
vith imagination and perseverance, to lay the 
foundation for a company which would one day 
‘ome to greatness. 

So it is that the institution of life insurance 
can herald wide with common pride the centen- 
nial of the Equitable Life Assurance Society of 
New York. That this company has, through 
peace and war, through prosperity and adver- 
sity, held to its first purpose is an unchallenge- 
able asset to all enrolled under the banner of life 
insurance. 

By fulfilling every obligation incurred through 
out the years, the company has relieved the 
distress of hundreds of thousands. It has dis- 
pelled the clouds which darkened the outlook of 
a million wives and children. This has value 
not restricted to Equitable men; it is of untold 
worth to every life insurance man. It is another 
proof of the public confidence that every life 
insurance company soundly organized and wisely 
managed will be a haven of refuge, not for the 
day, not for the year, but far beyond the horizon 
of their farthest hope of earthly existence. 


J fel: Cotble 
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spectator’s DAILY reports 


selected news items for 





Capitol Headlines by Ray Stroupe 

Early Securities and Exchange Commission hearings are indi- 
cated on two Washington, D. C., insurance companies’ exemption 
applications. The firms—Equity Annuity Life Insurance Co. and 
Variable Annuity Life Insurance Co.—sell variable annuity poli- 
cies. They ask exemption from the Investment Co. Act of 1940, 
proposing to reinsure all of the risks under their life insurance 
policies. 


Appointed as chairman of the insurance committee, U. S. 
Chamber of Commerce, for 1959-1960 is E. B. Collett, of Fort 
Worth, Tex., executive vice president, Millers Mutual Fire In- 
surance Co. of Texas. Joining him on the committee are 36 other 
executives, most of them from insurance companies and groups. 


Concentration in the fire insurance industry is dropping, 
J. Victor Herd has told the Senate anti-trust subcommittee. Mr. 
Herd, president and chairman of the America Fore Insurance 
Group, appeared in answer to an invitation to the National Board 
of Fire Underwriters. Statistics would not sustain a claim of 
unreasonable earnings by the industry, he declared. Citing THE 
SPECTATOR’S “Fire Index” as one of his sources, he reported 
that stock fire companies in the last three years had underwrit- 
ing losses of between 5.5 per cent and 1.5 per cent. 


Growing number of collectively-bargained health insurance 
plans include accident and sickness benefits for occupational dis- 
abilities. These benefits are intended to remove differentials be- 
tween benefits for nonoccupational disabilities and workmen’s 
compensation for on-the-job disabilities. U. S. Labor Dept. took 
note of this growth in a recent study of 300 selected plans cover- 
ing 4.9 million persons. 


Stock registration statement is sent to Securities and Exchange 
Commission by Appalachian National Life, Knoxville, Tenn. New 
company would register 966,667 shares of common stock, of which 
806,667 are to be placed on public sale at $3 per share. Remaining 
shares are to be reserved for option to employees and directors. 


Strong Senate support is foreseen for H. R. 7577, a motor vehi- 
cle liability bill. This House-endorsed measure probably will be 
reported out without delay by the Senate Judiciary Committee. It 
would protect federal employees driving government vehicles from 
liability in civil suits stemming from accidents. Also, it would 
benefit government workers who drive their cars on official duty. 
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July 13—The nation’s railroads 

are actively considering adop- 
tion of a “service interruption” 
insurance policy. This contract 
would protect the carriers against 
losses resulting from work stop- 
pages, it was announced by the 
Association of American Rail- 
roads. 

Draft copies of an insurance 
plan, which was drawn up with 
the Imperial Insurance Company, 
Limited, Nassau, Bahama Islands, 
are now being circulated to the 
individual railroads for their ap- 
proval. To become effective, the 
policy requires the endorsement 
of lines representing at least 65 
per cent of the industry’s gross 
operating revenue. 

According to the draft policy, 
the key provision brings protec- 
tion payments into effect in event 
of “a cessation of work by a part 
or all of the employees of the In- 
sured for the purposes of enforc- 
ing demands made by one or more 
labor organizations on, or of re- 
sisting proposals of, a common 
carrier by railroad in instances 
where such cessation of work (a) 
is contrary to the provisions of 
the Railway Labor Act or (b) is 
to enforce demands contrary to 
the recommendations of an Emer- 
gency Board appointed by the 
President of the United States, 
pursuant to the Railway Labor 
Act or (c) is in resistance to the 
application of recommendations of 
such an Emergency Board.” 

Indemnity for an insured rail- 
road’s losses would be payable for 
up to 365 days during suspension 
of operations caused by a single 
work stoppage. The indemnity 
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cover the 


” 


would average daily 
“fixed expenses,” including prop- 
erty taxes, interest charges on 
debts, pension fund payments and 
employment of those managerial 
workers deemed essential for 
maintaining the property and re- 
suming service at the end of a 
stoppage. 


July 16—A joint committee on in- 
terpreting the new law taxing 
life companies has been appointed 
by the presidents of the Life In- 
surers Conference, the American 
Life Convention and the Life In- 
surance Association of America. 
One reason for the committee 
is that the U. S. Treasury Depart- 
ment, which is now preparing the 
tax return form and the interpre- 
tation of the statute, has already 
asked the Washington staffs of 
life insurance associations to as- 
sist by pointing up the various 
questions that should be consid- 
ered. 

Specifically, the function of the 
committee is “‘to assist and advise 
the staff (1) in the consideration 
of questions dealing with the in- 
terpretation of the new company 
federal income tax law, (2) in 
coordinating and considering such 
questions as may be raised by 
member companies, and (3) in 
consulting with the Treasury con- 
cerning the solution of such ques- 
tions.” 


July 20—Insurance companies are 

increasing their television 
budgets at a rate far greater than 
the average for other business 
groups, Norman E. Cash, presi- 
dent of Television Bureau of Ad- 
vertising, reports. 
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by PAUL WOOTON 
Member, Chilton Editorial Board 


WASHINGTON TRENDS 


ESTIMONY of insurance ex- 

ecutives this year before 
Congressional committees point- 
ed up the interest of the under- 
writers in insurance for the 
aged. With the rapid increase 
in the number of persons who 
live to be old, those holding elec- 
tive offices have become very 
conscious of that segment of the 
population numbering more 
than 15 millions. 

Interest in legislation for the 
aged is not confined to that 
group alone. Benefits for old 
people relieve their children and 
other relatives who contribute to 
their support. In all, some 20 
or 25 million votes are involved. 
This practically insures legisla- 


tion in an election year. Chances 
favor insurance coverage within 
the framework of voluntary in- 
surance. 


During the interim between 
sessions, hearings on the prob- 
lems of the aged will be con- 
ducted by a unit of the Senate 
Labor Committee. The  sub- 
committee will hold sessions in 
ten major cities. The White 
House conference on the prob- 
lems of the aged and aging is 
taking form. With all the atten- 
tion that will be aroused it is 
safe to assume that legislation 
providing othe 
benefits for the aged will be 
passed at the next session. 
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In the first five months of 1959, 


insurance company gross time ex- 


penditures on network television 
programs totalled $4,508,297, an 
increase of 48 per cent over the 
$3,052,084 spent a year ago in a 
similar period. Spot TV _ gross 
time expenditures for the first 
quarter of 1959 were $768,000, an 


increase of 22 per cent over the 
$632,000 spent in the 
March period of 1958. 
Newcomers to the network TV 
list this year, Mr. Cash continued, 
included Equitable Life Insurance 
Lincoln National Life, 
and Travelers Insurance Compa- 
Continued on page 34 


January- 


Society, 





Daily Reports 


Continued from page 33 


nies. Other companies also using 
network shows in 1959 include: 
Allstate Insurance, Prudential In- 
surance, James §. Kemper Co., 
State Farm Mutual, and Mutual 
Benefit Health & Accident Assn. 


Two Large Adjusting 
Companies Merge 


July 23—At special meetings in 

New York City and Chicago, 
shareholders of General Adjust- 
ment Bureau, and Western Ad- 
justment and Inspection Company 
voted in favor of a merger of the 
two organizations. The resulting 
corporation will continue to be 
known as General Adjustment Bu- 
reau, Inc. Shareholders of the 
Western will automatically be- 
come shareholders of the new or- 
ganization. The Western will op- 
erate under its own name as a 
regional department of the Bu- 
reau. 


$1 Million for 
Heart Research 


July 23—A total of $1,205,510 has 

been allocated this year for 
heart research by the Life Insur- 
ance Medical Research Fund, sup- 
ported by 140 life insurance com- 
panies in United States and Can- 
ada. 

There are 83 awards in all. 
Sixty-four are to medical research 
institutions in 22 states, the Dis- 
trict of Columbia, four Canadian 
provinces and Mexico. These 
grants range from $3,960 to $39,- 
600, and cover periods of one to 
three years. They enable research 
workers to study a wide variety 
of factors in normal heart func- 
tion; and to investigate the devel- 
opment of diseases such as arteri- 
osclerosis, coronary occlusion, 
high blood pressure and heart 
failure. The ultimate goal is to 
find means of preventing heart 
disease. 


July 25—Don J. Willmon, presi- 
dent of United Bankers Life 
of Dallas, Texas, has been named 
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president of the National Associa- 
tion of Life Companies. 

At its closing session, the NALC 
convention adopted resolutions di- 
recting its Executive Committee 
to: 

@ Seek action to obtain admis- 
sion on a competitive basis of 
smaller life companies to Federal 
military installations for the sale 
of commercial life insurance; 

@ Reaffirming NALC’s stand in 
favor of an investment income ap- 
proach to Federal income taxa- 
tion, urging that five major 
amendments be made to the re- 
cently adopted tax bill; 

@ Urge the National Associa- 
tion of Insurance Commissioners 
to approach problems of variable 
contracts carefully, but to permit 
companies reasonable experimen- 
tation in this field. 

Directors named by the Associa- 
tion were: G. T. Holland (Tennes- 
see Valley Life); Roy A. Foan 
(American Travelers Life); Her- 
bert L. Thomas, Jr. (First Pyra- 
mid Life); D. Roy Domingue 
(Washington Life of America); 
R. H. Wallace (National Life & 
Cas.). 


July 31—The Oregon Centennial 

Exposition and International 
Trade Fair at Portland, Oregon, 
has a claim adjuster as well as 


Milestones 


Above, President James C. Hullett of the 
Hartford Fire Group reviews with Miss 
Robin the first copy of the 50th anni- 
versary edition of "The Hartford Agent." 
On the desk is a copy of the initial issue 
of 1909. 


Special edition was dedicated to the late 
John W. Longnecker, its first editor. On 
his retirement in 1944, he was succeeded 
by the present editor, Ernestine R. Robin. 


emergency doctors on duty at all 
times. 

The Fireman’s Fund, which is- 
sued the Exposition’s basic liabil- 
ity policy, estimates that between 
1,500 and 2,000 persons will be 
involved in “reportable” incidents 
before the Centennial closes on 
September 17. That’s 15 to 20 a 
day, which is about the present 
rate. 

James Minor, The Fund’s chief 
claims man for Oregon, estimates 
that at least two persons and pos- 
sibly as many as eight will die at 
the exposition, mostly because of 
heart failures or coronary acci- 
dents. 

Among injuries treated at the 
Centennial first aid center are: a 
monkey bite, a sea lion bite, a 
mashed finger belonging to a Cen- 
tennial worker, a perforated ul- 
cer, and a broken leg. 


Higdon Named for 
ALC Leadership 


August 1—J. C. Higdon, president 

of Business Men’s Assurance, 
Kansas City, Missouri, is the 
unanimous choice of the ALC 
Nominating Committee to be the 
next president of the American 
Life Convention. 

Mr. Higdon will succeed Rol- 
land E. Irish, president of Union 
Mutual Life, Portland, Maine, if 
elected, at the annual meeting of 
the Convention to be held Octo- 
ber 12-16 in Chicago. 

Nominees for new terms on the 
ALC Executive Committee are: 
Horace W. Brower, president, Oc- 
cidental Life of California, Los 
Angeles, Calif.; Charles A. Tay- 
lor, president, Life of Virginia, 
Richmond, Va.; and Travis T. 
Wallace, president, Great Ameri- 
can Reserve, Dallas, Texas. 


August 3—Thirty state and mu- 

nicipal police officers from 17 
states have been selected to at- 
tend the Northwestern University 
Traffic Institute in Evanston, IIli- 
nois, on grants awarded by the 
newly formed Insurance Institute 
for Highway Safety, Washington, 
Dp. &. 

These grants formerly were 
made by the Kemper Foundation 
for Traffic Safety, sponsored by 
Lumbermens Mutual Casualty 
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Letters 


Editor: 

I am _ concerned primarily 
with the article in the July is- 
sue of THE SPECTATOR (in 
“Capitol Headlines,” p. 20) con- 
cerning the proposed legislation 
to tax all fire and casualty in- 
surance companies on the same 
basis. 

As you know, Rep. Boggs in- 
troduced H. R. 7671 and Rep. 
Baker introduced the companion 
bill, H. R. 7672. These bills 
would tax all fire and casualty 
companies alike—on the same 
base at the same rate as cor- 
porations in other industries. 
Small companies would receive 
special treatment comparable to 
that in present law. 

Stock companies in the fire 
and casualty insurance field al- 
ways have paid Federal income 
taxes on the same basis as com- 
panies in other industries. Mu- 
tual and reciprocal companies in 
this field paid no Federal income 
tax until 1942; since that time 
they have been taxed on a basis 
which has produced about one- 
half the tax that they would 
have paid on a stock-company 
basis. 

H. KR. 7671 and H.R. 7672 
would repeal the existing sec- 
tions of the Internal Revenue 
Code under which mutual and 


reciprocal companies are pres- 
ently taxed, and would include 
them in the sections under 
which stock companies are pres- 
ently taxed. 

These identical bills, H. R. 
7671 and H. R. 7672, provide 
that all fire and casualty com- 
panies would be taxed on the 
same basis that stock companies 
are presently taxed, that is, reg- 
ular corporate rates (now 52%) 
on both underwriting income 
and investment income. A notch 
provision would provide special 
treatment for small companies 
on net income up to $12,000. 
This is comparable to the pres- 
ent tax treatment of some 2,000 
small mutual and _ reciprocal 
companies which now are either 
completely or _ partially  tax- 
exempt. 


Robert J. Demichelis 
Executive Secretary 
National Committee for 
Insurance Taxation 


Editor: 

H. R. 7671 and 7672 are iden- 
tical bills introduced by Rep. 
Boggs and Rep. Baker and 
would tax all insurance compa- 
nies other than life on an iden- 
tical basis. The National Com- 
mittee for Insurance Taxation 


Explain Positions on Tax Bills in Congress 


spearheaded by the Allstate In- 
surance Companies, supports 
these bills on the assumption 
that identical tax treatment is 
the same as equitable tax treat- 
ment. 

Under the present system of 
taxation in which mutuals and 
reciprocals receive separate tax 
treatment, the stocks pay higher 
taxes in years of substantial un- 
derwriting gains but the mu- 
tuals pay more in years of un- 
derwriting losses. Stocks as the 
result of the carry-back provi- 
sions of the income tax law may 
receive tax refunds in years of 
losses, but this provision is not 
applicable to the mutuals or re- 
ciprocals. Regardless of under- 
writing results the mutuals and 
reciprocals never pay less than 
full corporate rates on their in- 
vestment income whereas stock 
companies may. 

Fundamentally the question 
involved is as to whether or not 
the basic differences between 
stocks, mutuals and reciprocals 
are sufficiently great as to re- 
quire separate tax treatment in 
the interest of tax equity. 


George D. Haskell 
Economist 

American Mutual 
Insurance Alliance 





Company and American Motorists 
Insurance Company. 

Awards are for the 1959-60 
traffic police administration train- 
ing program at the institute—the 
West Point of traffic policemen. 
The course runs from September 
17, 1959, through June 13, 1960, 
and is the most extensive offered 
by the institute. 


New Records Set in 
CPCU Exams 


August 3—A new record was set 

when 303 people completed 
their CPCU examinations in June. 
This is the first time the figure 
has passed 300; the previous high 
of 1957 was 268. The number of 
persons taking examinations, 
namely, 2625 and the number of 
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separate examinations’ written, 
namely, 3484, also set new highs. 

Approximately 300 will be eligi- 
ble to receive the CPCU designa- 
tion in Los Angeles on September 
17 when the National Conferment 
will take place at one of the ses- 
sions of the Annual Meeting of the 
Society of Chartered Property Cas- 
ualty Underwriters. 

It has also been announced that 
214 persons completed examina- 
tions for the Final Certificate of 
the Insurance Institute of America 
in May. Their certificates will be 
awarded at the Annual Meeting 
of the Insurance Institute of 
America on November 17, 1959, in 
New York City. 

Since 122 persons completed IIA 
examinations in January 1959, 
there will be a total of 336 to re- 


ceive the certificate during the 
current year. This is a new high 
record for the Institute. 


Life Groups Back 
Federal Health Plan 


August 4—An endorsement of 

proposed legislation to pro- 
vide health insurance coverage to 
some two million Federal em- 
ployees and their families was 
given by an insurance spokesman 
before the House Post Office and 
Civil Service Committee. 

Manton Eddy, vice president of 
Connecticut General Life, pre- 
sented the views of the A.L.C., 
the H.I.A.A., and the L.I.A.A. 

Such a program would include 
for Federal employees: payment 

Continued on page 36 
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Insurance Building Facts 


Rochester, New York. Allstate has 

begun construction on a new 
building to house its upstate re- 
gional office. The office is adminis- 
trative headquarters for 37 
upstate New York counties. One- 
story building will contain 40,000 
sq. ft. with completion scheduled 
for 1960. Structure will be built 
by Wegmans Properties, Inc., and 
leased to the insurance firm on a 
long-term basis. 
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Newark, Ohio. State Farm Mutual 

Auto’s East Central Office is 
now under construction. This is 
the seventh regional office to come 
under the company’s decentralized 
management plan. 


Louisville, Kentucky. Common- 

wealth Life occupies four floors 
in the 21-story office building 
which it purchased before comple- 
tion in 1955. 


Nampa, Idaho. Grand Mutual Life 

has announced plans for a 
$200,000 office building to be com- 
pleted in eight months. 


Wilmington, Calif. Prudential re- 
cently conducted ground-break- 
ing ceremonies for a _ one-story 
building to house its district 
agency. The frame and stucco 
structure will have 3,454 sq. ft. 
of office space. Completion is 
scheduled for mid-November. 


Ss 


Chicago, Illinois. The Hart- 
ford Fire Group has begun 
construction on a $20 mil- 
lion office building to be 
completed in January, 
1961. The company's West- 
ern Department will oc- 
cupy about 200,000 sq. ft. 
on the lower floors, with 
the remainder of the build- 
ing, having a gross area 
exceeding 700,000 sq. ft., 
offered for lease. Of rein- 
forced concrete, building 
will feature exterior can- 
opy effect shielding win- 
dows from sun and glare. 
Architects: Skidmore, 
Owings and Merrill. Gen- 
eral contractor: George A. 
Fuller Company. 





California. Construction 
has started on a new central 
San Joaquin Valley headquar- 
ters for Pacific Mutual Life. Ex- 
terior will be rugged-face Ro- 
man brick and concrete block 
screening, set out four feet to 
shade front window and en- 
trance areas. 4,000 sq. ft. of 
floor space. Cost: $100,000 on 
long-term lease. 


{resno, 


Los Angeles, California. 
The Travelers will start 
erecting a 22-story office 
building this fall. Space: 
452,000 sq. ft. of which 
70,000 will be occupied 
by the company's branch 
office. Cost: $15 million. 
Architects: Welton Beckett 
and Associates. General 
contractor: George A. 
Fuller Company. 


Daily Reports 


Continued from page 35 


of 100 per cent of the first $1000 
of semi-private hospital room and 
board charges, and 80 per cent of 
the bill thereafter; 80 per cent of 
payment of other in- and out-of- 
hospital medical services with a 
$50 deductible during the calen- 
dar year up to $15,000; a $200 
pregnancy allowance with no de- 
ductible or co-insurance; and 
some exclusions such as cosmetic 
surgery, hearing aids, and the 
cost of eyeglasses. 


July 21—Federal courts would be 
allowed to submit some auto- 
mobile accident cases to impartial 
arbitration under a _ bill intro- 
duced into the U. S. Senate. 

Senator Hugh Scott, Pa., intro- 
ducing the measure, said: 

“The bill follows a pattern used 
with outstanding success to solve 
the problem of congestion in the 
courts of the Commonwealth of 
Pennsylvania. Under the supervi- 
sion of the Supreme Court, the 
bill permits the various district 
courts, as the state of their dock- 
ets may require or warrant, to 
adopt and rescind rules referring 
to arbitration-before-trial of au- 
tomobile accident cases coming 
before them. The arbitrators 
would be chosen impartially from 
members of the bar qualified to 
serve and volunteering so to do. 
Any party to an award in such ar- 
bitration would be entitled to ap- 
peal to the court de novo, with or 
without jury, as though there had 
been no reference to arbitra- 
TION. ss + 

“The practicality of the pro- 
posal has been proven time and 
again as successive county courts 
in Pennsylvania have made use of 
it. The most recent dramatic 
demonstration has been in Phila- 
delphia. In that city, during the 
first year after the Municipal 
Court adopted rules of the type 
this bill would authorize, 2500 
volunteer members of the bar act- 
ing as arbitrators processed 10,- 
000 cases which had congested 
the dockets. This reduced the av- 
erage delays in trial from several 
years to less than four months.” 
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July 29—Allstate Insurance has 
announced they have com- 
pleted arrangements to insure 
truck fleet accounts for which 
Markel Service Incorporated pro- 
vides safety engineering service. 
Judson B. Branch, Allstate’s 
president, said acquisition of the 
business will mean an estimated 
annual premium gain of $20 mil- 
lion dollars. 
August 6—Canadian Underwriters 
Association has announced 
that its members will offer an addi- 
tional discount of 20 per cent on 
automobile insurance premiums to 
motorists who qualify for a new 
select rating category. The new 
category is a subdivision of the 
present Al category. It applies to 
motorists with three years of acci- 
dent free driving. This class al- 
ready gets a discount up to 35 per 
cent off standard rates. The new 
20 per cent discount is based on 
the Al class premium and is in 
addition to discounts already al- 
lowed to drivers in this class. 
Qualifications for the new 29 
per cent discount are tough. It 
applies to drivers who: 
@ Have been driving for five 
years without an accident; 
@ Don’t drive their cars more 
than 10,000 miles per year; 
@ Don’t use their cars for busi- 
ness or to drive to and from work; 
@ Have no male drivers under 
25 in the household and not more 
than two drivers of the vehicle. 
Comparative insurance premiums 
for a medium priced car for $10,- 
20,000 public liability, $5,000 prop- 
erty damage and $100 deductible 
collision insurance are: 
Three 
dent years New 
during accident Al Select 
year free Class 
$ $ $ 
Halifax 151 98 78.40 
Montreal 196 127 101.60 
Toronto 100 65 52 
Winnipeg 80 51 40.80 
Vancouver 122 80 64 


Acci- 


It is estimated that about one- 
fifth of the present Al class driv- 
ers will qualify for the new cate- 
gory. It is expected that non- 
Board companies will also intro- 
duce a similar cut in rates to 
select risks. 

Lillian Millar 


For dates ahead—our "And in the Future" 
calendar, see page 83. 
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Company News Corner 


U. S. Fidelity & Guaranty has an- 
nounced plans for incorporat- 
ing a wholly owned company to 
write life insurance, annuities, 
and related lines. The company 
also declared a 2 for 1 stock 
split plus a 10 per cent stock 
dividend. Authorized capital 
stock is to be increased from 
2.5 million shares with $10 par 
value to 8 million shares with 
$5 par value. 

Gulf Life, Tampa, Fla., stock, suf- 
ficient for working control, has 
been purchased by Murchison 
Brothers of Dallas, Texas. The 
block of 358,700 shares, report- 
edly worth $15 million, came 
from 50 stockholders. 

Allstate has established a women’s 
division as part of its safety 
department. The new operation 
will be headed by Mrs. Agnes 
D. Beaton, formerly director of 
the women’s division of the Au- 
tomotive Safety Foundation. 

League Life, Lansing, Mich., has 
increased its working capital 
from $300,000 to $350,000 
through sale of additional stock. 
The company, formerly First 
National Life of Detroit, was 
purchased last January by the 
Michigan Credit Union League 
to furnish members with facili- 
ties for writing credit life. Reg- 
ular business obtained through 
agents is being continued. 

Rocky Mountain Fire & Casualty 
is a new company formed by 
the merging of Rocky Moun- 
tain Fire, Great Falls, Mont., 
and the Mayflower Insurance 
Exchange of Seattle, Wash. 
Firm will be a multiple line 
insurer with home offices in 
Seattle. 


Treasure State Fire & Casualty, 
Helena, Mont., has been issued 
a charter as one of 10 subsidi- 
aries of the Treasure State In- 
dustries, which owns 51 per 
cent of the stock. The rest is 
owned by Montana agents. 

John Roane, Inc., Baltimore in- 
surance adjusters, has  an- 
nounced a merger with Seibert 
Company of Norfolk, extending 
operations into the Tidewater 
area of Virginia. 

Gay & Taylor, Winston-Salem, 
N. C., adjusters, previously a 
partnership, has announced in- 
corporation of its activities. 

Sayre & Toso, Inc.—W. B. Brandt 
& Co., Inc., have announced the 
formation of Sayre & Toso of 
Illinois, and W. B. Brandt & Co. 
of Illinois, and the absorption 
of the operations of Insurance 
Facilities Corporation of Illi- 
nois. 

Joseph M. Cashin, Associates, 
East Orange, N. J., is the new 
name for the insurance adjust- 
ers’ firm, formerly known as 
Sutton-Cashin Bureau. Ray- 
mond P. Sutton has retired. 

Porto Rican and American, head- 
quartered in San Juan, Puerto 
Rico, has been elected to mem- 
bership in the Assoeiation of 
Casualty and Surety Companies. 

American Foreign Insuranee As- 
sociation has opened branch 
offices in Kanpur, India, and 
Bucaramanga, Colombia. A mem- 
ber of the association, St. Paul 
Fire & Marine, has been regis- 
tered in Sarawak on the Island 
of Borneo. 

Johnson & Higgins, insurance bro- 
kers, has opened an office in 
Buenos Aires, Argentina. 


DIVIDENDS 


Company 


American Insurance 


Amount 
per Share 


$.321% 


Record 
Payable Date 


September 1 August 10 


Semi-Annual 


Business Men’s Assurance $.15 


August 3 July 24 


Quarterly 


Craftsman..... $.10 
Excelsior of New York $.10 
Kansas City Life 

Old Republic Life 

St. Paul Fire and Marine 
Western Casualty and Surety $.35 
Western Insurance Securities 


$2.50 

$.20 

$.3214 

$1 .50 (pref.) 
$.6214 (Class A) 


June 30 
June 23 
July 7 
August 1 
July 17 
July 30 
July 1 
August 1 


June 25 
June 4 

July 6 

July 15 
July 10 
June 12 
June 12 
July 15 
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Should Life Agents Be 


“In Ohio it is possible to purchase mutual fund 


snares by mail ...Is this more desirable than 


face-to-face sale by a life agent who can evaluate 


the prospect's needs? And who can sell with greater 


impartiality than the agent who has both products?" 


—Murray D. Lincoln, President, Nationwide. 


HOULD life insurance agents 
sell mutual funds and other securi- 
ties? 

The question is an old one. It 
has been debated in conventions 
and discussed in home offices. Some 
life companies and many life 
agents have firmly answered, ‘No, 
ne, a thousand times, no.” A 
smaller but just as vigorous group 
has gone ahead and sold securities 
along with life contracts. 


New Sides to Old Query 


But today there are new sides 
to the question. The Supreme 
Court has ruled this year that va- 
riable annuities are securities as 
well as insurance. This means 
that companies issuing variable 
annuities will be subject to regu- 
lation by the SEC as well as by 
state insurance commissioners. 
Their agents will be selling, the 
Court decision implies, both insur- 
ance and securities. 

When variable annuities are 
made available in large quantities 
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the prediction is that this will 
happen some time during 1960— 
more life agents will probably have 
to take out licenses or at least pass 
examinations to sell securities 
along with their life insurance 
contracts. Is this a good thing? 

The “dual licensing” question— 
not the variable annuity question 
—had a modern airing in Colum- 
bus, Ohio, late in June. Ohio’s Su- 
perintendent of Insurance Edward 
A. Stowell made a ruling that: 

zs No (life agents’) licenses 
will be issued in the future nor will 
renewals be effected for individuals 
engaged and/or licensed in said 
dual capacity as life insurance 
agents and securities salesmen or 
dealers. Said dual capacity is here- 
by deemed to render a licensee not 
suitable for licensing as an insur- 
ance agent under the laws of the 
State of Ohio.” 

On June 23 he conducted a hear- 
ing on this ruling. Staunch advo- 
cates testified on both sides of 
question. Selling mutual funds and 
securities would undermine the 





life agents’ position and destroy 
confidence in insurance was one 
stand. By combining both life con- 
tracts and securities in the port- 
folio of one agent, you would be 
serving the best interests of the 
“consumer” was the other stand. 

The Superintendent’s decision, 
issued August 11, left the issue 
where it had been earlier—up in 
the air. He said he lacks authority 
under the present Ohio law to en- 
force his ruling of May 22. AI- 
though the law clearly bans sale of 
securities as “inducements” to buy 
insurance, it is not clear whether 
or not the legislators intended to 
rule out all sales of securities by 
life insurance agents. 

Next step may be to draft and 
enact an amendent clarifying the 


THE SPECTATOR 





owed to Sell Securities? 


present law. Present prediction is 
that the next Ohio legislature will 
face a measure to give the Super- 
intendent of Insurance power to 
tighten examining and licensing 
procedures for life agents. The aim 
would be to prevent abuses without 
actually legislating against dual 
licensing. 

In the meantime, the debate on 
“should a life agent sell mutual 
funds” will continue. The hearing 
in Ohio in June did put into the 
record some of the major argu- 
ments for and against this prac- 
tice. In his opening statement 
there, Superintendent Stowell] 
summed up the problem in these 
six questions: 

“1. To what extent are individ- 
ual companies and the institution 
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"We are concerned that permitting agents to sell securi- 


ties might well be misleading to a great many. Our 


policyholders might come to believe we had somehow 


taken the risk out of shareholding. Come a market turn- 


down, these people could easily blame the institution of 


life insurance."—Milton Ellis, Vice Pres., Metropolitan. 


of life insurance jeopardized by the 
use of a life agent for the sale of 
securities, or assets having other 
than fixed values? 

“2. Should persons involved in 
the sale of both life insurance and 
securities meet special licensing 
requirements? 

“3. Is there apt to be misunder- 
standing on the part of the public 
as to the nature of the investment 
that they may be acquiring when 
a stock, bond or other security is 
acquired from an_ individual li 
censed and primarily known as a 
life agent? 


Law Against Rebates 


“4. Will the use of life agents 
in the sale of securities other than 
life tend to bring about widespread 
violations of Section 3911.20 (of 
the Ohio Code) as it relates to in- 
ducements and/or rebates? 

“5. If so, what enforcement ef 
forts are required by the Insurance 
Department? 

“6. Will the dual licensing pro- 


cedure result in increased laps 
rates and in twisting? 

Opponents of dual licensing in- 
sisted that: 

1. Life insurance sales are too 
complicated to be combined with 
any other activity; 

2. One man could not honestly 
believe in both the guaranteed 
values of a life contract and the 
changeable values of securities. 

Dennis E. Murphy, spokesman 
for the Investment Dealers of 
Ohio, recommended complete sepa- 
ration for the functions of insur- 
ance agents and securities sales- 
men. He said this would eliminate 
any possibility of “conflict of in- 
terest.” 

Testimony by Milton Ellis, vice 
president of Metropolitan Life, 
brought together many of the ar- 
guments of those in the insurance 
profession opposed to dual licens- 
ing. 

“First, we believe that the sale 
of life insurance and its running 
mate, accident and sickness insur 

Continued on page 84 





Replacement Cost Coverage 


Fire carriers, the author asserts, should allow home- 
owners replacement costs on damage before other 
forces move in to fill the void 


IDE use of replacement cost 

fire coverage, particularly in 
the dwelling field, is relatively re- 
cent. In the 1953 edition of Pren- 
tiss Reed’s “Adjustment of Prop- 
erty Losses,” the author mentions 
it only in passing, giving the im- 
pression. that the adjuster is not 
likely to come upon it frequently. 
That was the situation just six 
years ago. But the coverage had 
been written for years by the As- 
sociated Factory Mutual Fire com- 
panies by means of a “Supplemen- 
tal Endorsement—Repair or Re- 
place Coverage” that was attached 
to the standard fire policy and was 
available at Lloyds even earlier. 

In the Insurance Field of De- 
cember 5, 1929, there is an item 
discussing “so-called depreciated 
value or consequential loss or dam- 
age insurance.” The demand for 
such coverage became stronger in 
the late 30’s as a consequence of 
the deferment of maintenance and 
depreciation charges on commercial 
risks following the Great Depres- 
sion. But then it was a subject of 
suspicion. In November, 1937, 
North America’s western depart- 
ment manager was quoted as say- 
ing that such insurance’ was 
against public policy and that he 
would not consider writing it in 
any way, shape or form. 

At that time the New York Su- 
perintendent of Insurance had de- 
Note: This article is a portion of the 
speech Mr. ‘Phillips made before the re- 


cent annual meeting of the Loss Execu- 
tives Association. 
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cided that replacement insurance 
was not authorized to be written 
by fire insuranee companies. Later 
in the year the N. Y. legislature 
cured that defect. The law was 
copied almost verbatim from a Ger- 
man statute, even though the only 
German company that wrote it had 
been formed in 1920 and had gone 
bankrupt in 1930. 

Use of this cover still remained 
the subject of controversy. In 1946 
the Michigan Commissioner of In- 
surace held a hearing at which the 
Chief Fire Marshal of the Michi- 
gan State police argued that the 
endorsement would increase the 
number of incendiary fires, that 
the function of insurance is to re- 
imburse for loss and should not 
permit insured persons to make a 
profit. The commissioner agreed. 

Nevertheless, either prior thereto 
or contemporaneously therewith, 
the stock fire companies were writ- 
ing “Depreciation Insurance.” It 
was designed to provide the in- 
sured with the difference between 
the actual cash value of the dam- 
aged property and the cost of a 
new structure. In the North Amer- 
ica’s “Fire Insurance Handbook,”’ 
April, 1942, appears the underwrit- 
er’s admonition: 

“Depreciation Insurance may be 
considered unsound in that it en- 
ables the assured to benefit by a 
loss. All buildings depreciate and 
this charge must be borne whether 
a loss occurs or not. Thus a fire 
does not cause depreciation, it 


merely sums up accrued charges.” 

For this reason the coverage was 
written with great care, princi- 
pally for churches and eleemosy- 
nary institutions that did not or 
could not accrue depreciation 
charges. 


Hazel Convinced Many 


In the late forties, the predeces- 
sors of the present coverage were 
filed generally in the form of a 
“Replacement Cost Endorsement” 
and that form is available today. 
It was first incorporated in a 
dwelling policy by the Fireman’s 
Fund in the “Special Home Owners 
Comprehensive Policy” in 1953. 
Thereafter it became a standard 
provision in dwelling forms and 
homeowners policies. It is said 
that the dwelling damage done by 
Hurricane Hazel in 1954 convinced 
many of the need for replacement 
coverage. 

It is at least remarkable that the 
conventional wisdom of the busi- 
ness on this subject—that it was 
a poor thing to write—was wholly 
overthrown in fifteen years’ time. 
And, I submit, for good reason. 
The great majority of homeowners 
today have little opportunity or fi- 
nancial capacity to set aside money 
representing the depreciation of 
their dwelling structures. In this 
situation, if the roof is burned off, 
it may be wholly correct to say 
that the fire did not cause depre- 
ciation, it merely summed it up, 
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Now Fills Real 


By JOHN C. PHILLIPS 


Claim Secretary 


Insurance Company of North America 


but that rather sanctimonious ob- 
servation won’t keep out the rain 
and won’t put on a new roof. 

The moral] hazard, that of the 
policyholder lighting a fire to make 
a profit, seems to me in the dwell- 
ing field to have been exaggerated 
where the insured is the owner and 
occupies the insured residence as 
a home. Moreover, we are given 
to understand that the actual ex- 
perience of the Factory Mutuals 
over a period of twenty years pro- 
vides no support for the theoretical 
apprehensions that the public in- 
terest would be damaged by inten- 
tionally set fires. 

The uneasiness of underwriters 
that a long standing principle has 
been violated when the coverage 
tends to place the insured in a bet- 
ter position after the loss than be- 
fore should be dispelled, I think, 
by the recognition that in our 
present economy there is a real 
need for this type of coverage. If 
the underwriters fail to supply the 
insurance needs of the economy, 
the government will surely be 
called upon to fill the void. 

Also, let us keep in mind that 
when we ask the insured himself 
to cover the difference between the 
cost of the repair or replacement 
and the actual cash value, we are 
asking him to be a self insurer to 
that extent. Moreover, some courts 
have refused to let us take depre- 
ciation in adjusting partial losses. 
Farber v. Perkiomen Mutual Ins. 
Co., 370 Pa 480. There are similar 
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decisions in New York, Montana, 
and Tennessee, the effect of which 
is to provide replacement insur- 
ance at the cost of standard cover- 
age. Why should underwriters de- 
prive themselves of such a market? 

For this coverage there is a va- 
riety of forms, the major ones be- 
ing: the Replacement Cost En- 
dorsement as used in dwelling 
forms; the Dwelling Building (s) 
Special Form, and the coverage as 
it appears in Homeowners policies. 
Among the latter there are also 
variations, but none of essential 
character. 


No Court Opinions Reported 


As of April this year, there were 
no reported court opinions on the 
coverage and I know of no impor- 
tant litigation in process that will 
answer our questions. We must 
look elsewhere than the courts. 

The problems we meet in adjust- 
ing losses under the replacement 
cost coverage are much the same 
as before. The theory of the actual 
cash value policy is that the in- 
sured is to be placed in the same 
situation he occupied before the 
fire. Generally this is done by de- 
termining the replacement cost of 
the property lost or damaged and 
deducting depreciation. To be sure 
other relevant factors may be con- 
sidered, such as obsolescence as in 
McAnarney v. Newark Fire Ins. 
Co., 159 N. E. 902 and Board of 
Education v. Hartford Fire Ins. 


Co., 19 S. E. (2d) 448, where the 
recoveries permitted were less than 
replacement cost less depreciation. 
But the great majority of adjust- 
ments follow the simpler pattern. 
In theory, therefore, whether we 
pay actual cash value or replace- 
ment cost, the process of determin- 
ing the amount owing to the pol- 
icyholder should employ much the 
same technique as without the 
newer cover. 


Condition for Recovery 


One portion of this coverage that 
is worthy of some discussion con- 
cerns the amount of insurance the 
policyholder must carry to qualify 
for replacement cost. The condi- 
tion reads, in the Homeowners con- 
tracts: 

“If at the time of loss the limit 
of liability for the dwelling in 
Coverage ‘A’ of this policy is 80% 
or more of the full replacement 
cost of the dwelling insured, cov- 
erages ‘A’ and ‘B’ only of this pol- 
icy are extended to include the 
full cost of repair or replacement 
without deduction for deprecia- 
tion.” 

In the dwelling forms: 

“Tf at the time of loss the whole 
amount of insurance applicable to 
said building structure for the 
peril causing the loss is eighty per 
cent (80%) or more of the full 
replacement cost of such building 
structure, the coverage of this pol- 
icy applicable to such building 
structure is extended to include the 
full cost of repair or replacement 
(without deduction for deprecia- 
tion).” 

These conditions, however, do 
not become operative if the loss 
in terms of repair or replacement 
cost is less than both $1,000 and 
5% of the insurance applicable to 
the building. 

These conditions have been re- 
ferred to as the coinsurance clause. 
They are not that because the pol- 
icyholder may still recover the ac- 
tual cash value of the loss if he 
fails to qualify for replacement 
cost. There is a variety of coin- 
surance clause in the Replacement 
Cost Endorsement that requires 
the policyholder either to carry 
contributing insurance up to a 
specified percentage of the replace- 

Continued on page 87 
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Agency Banquet— 


for Beneficiaries 


Women and Life Insurance . . . Statement at 
"Million Dollar Dinner" 


By Margaret Divver, 2nd vice president of John Hancock Mutual Life 


Women have always been in the life insurance picture because it is a 
product designed especially for the preservation of all the things that 
constitute a woman’s world—her home, her children’s upbringing and 
education, her family’s happiness. To her it is a secure anchor in an 
ever changing sea of fortune. 

Almost one hundred years ago when the John Hancock was founded, 
the woman in the life insurance picture had only one role, that of bene- 
ficiary. Today, as women have assumed many roles in the world they 
live in, they appear in many more sides of the life insurance picture. As 
they have advanced in economic knowledge they have understood better 
the provisions of their husbands’ life insurance. 

Also they have been able to work out with the help of their life insur- 
ance advisers ways of putting this life insurance to its most effective use, 
and as their own participation in the business world has increased they 
have become policyholders. With their acceptance of the obligations that 
go with earning power, providing better living standards for their fami- 
lies because of their earning power, they too have turned to life insurance 
to protect these objectives so dear to their hearts. 

Back when the Hancock was born in 1862, women were good purchas- 
ing agents because this was their responsibility. That role has not 
changed, and as always, women who have the responsibility for the house- 
hold budget know better than anyone else the true value of a dollar. To 
such women life insurance appeals because of its certainty, because it 
can guarantee the goals they have set for their families. 


THE SPECTATOR 





BOUT 100 people shared the 

“Million Dollar Dinner” of 
the William B. Hoyer Agency 
in Columbus, Ohio, on June 17. 
However, as a leading agency for 
John Hancock Mutual Life, the 
agency was celebrating its benefits 
paid rather than its sizeable pro- 
duction figures. 

This was a banquet for bene- 
ficiaries. Most of the guests had 
received benefits from one or more 
policies written through the Hoyer 
Agency. Together they represented 


at least a million dollars paid out 
in lump sums or in monthly checks. 


Wisely Used 

The main speaker, Vice Admiral 
John L. McCrea, U.S.N. (Ret.), the 
company’s vice president for client 
relations, recounted how these 
benefits had been applied wisely 
to protect homes, maintain busi- 
nesses, and _ preserve families. 
Many of the stories he told were 
about people attending the ban- 


We 
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quet, although he did not mention 

their names in his speech. 
“Seldom do we tell a_ story,” 
Admiral McCrea said, “where the 
widow finds that unknown to her, 
her husband has protected her 
future with life insurance. But a 
young widow who is here with us 
tonight can testify to her husband’s 
thoughtfulness in this direction. In 
January, 1956, young and in good 
health, he purchased a life insur- 
ance policy and died on Christmas 
Continued on page 63 





Dental Group Plan Starts 


Q), August 1, 1959, the first 


Group Comprehensive Dental Plan 
went into effect by the Continental 
Casualty Company for the em- 
ployees of the Dentist’s Supply 
Company of York, Pennsylvania. 
The Dentist’s Supply Company, one 
of the leading manufacturers of 
dental supplies, commissioned the 
insurance firm to develop a dental 
insurance plan which would fulfill 
the necessary requirements for this 
important phase of health insur- 
ance. In the past there have been 
an extremely limited number of 
dental plans attempted on an al- 
located basis. 

Mr. J. F. Follmann of the Health 
Insurance Association of America 
reported to the 10th National Den- 
tal Health Conference of the Amer- 
ican Dental Association in Chicago, 
April 27, 1959, that 11 per cent of 
the 15.1 billion dollars spent an- 
nually for medical care and health 
insurance is paid to dentists. He 
further pointed out that an equal 
amount was paid directly to hos- 
pitals for direct hospitalization ex- 
pense. These figures, he said, in- 
dicate a high degree of utilization 
of medica] care facilities in the 
United States. With as many dol- 
lars being paid to dentists as to 
hospitals, the need for dental health 
coverage has become most obvious. 
The indications from the past five 
years experience have shown that 
the American people are continu- 
ally increasing their utilization of 
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Program encourages preventive exams 


medical facilities, increasing de- 
mand for worthwhile dental cover- 
age. 

This comprehensive dental plan 
is to be offered initially only to the 
employees of the Dentist’s Supply 
Company because it is highly ex- 
perimental and there are no known 
statistical or actuarial figures avail- 
able upon which to base further ex- 
pansion in this field at the present 
time. The 1200 employees of the 
Dentist’s Supply Company and 
their families will form the pilot 
group for this coverage on a three 
year experimental basis. Because 
of the rigidly controlled nature of 
this group, it will provide the first 
available actuarial information with 
regard to the frequency and claim 
costs under a comprehensive type 


Above examining new dental group plan 
are Dr. Rudolph Friedrich, (1.) Secretary, 
Council on Dental Health, American Dental 
Association; and Dr. Percy T. Phillips, pres- 
ident of American Dental Association. 


group dental insurance plan. At 
the end of the three year period, it 
will be possible to more accurately 
rate and evaluate future compre- 
hensive dental health plans on the 
basis of the experience which will 
have been derived from this ex- 
periment. 


Deductible, Co-Insurance 


The plan is constructed on the 
basis of a deductible and co-insur- 
ance feature for all types of dental 
treatment including orthodontics 
and denture replacement. The areas 
for which there is no deductible 
include oral examinations (includ- 
ing dental X-ray if professionally 
indicated), diagnosis, prophylaxis, 
and preparation of a complete den- 
tal chart and treatment plan. These 
benefits are available to the insured 
once each policy year and 80 per 
cent of the charge paid will be upon 
receipt of the dental chart and 
treatment plan sent to the com- 
pany after the annual examination. 
The deductible in basic areas of 
treatment for the policy year in 
which eligible expense is first in- 
curred is $25.00 per insured per- 
son; after that policy year, the de- 
ductible is $10.00 for each insured 
person, subject to a maximum of 
three deductibles per family and a 
limit of $200 per year per individ- 
ual and $500 per family. Benefits 
are also payable for charges made 
by the dentist for examinations 
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as Experimen 


to maintain dental health 


other than the annual examination, 
if treatment of a dental disease or 
injury is rendered as a direct re- 
sult of the examination. 


Outstanding Feature 


One of the outstanding features 
of the policy is the orthodontic 
benefit which is payable to a maxi- 
mum of $400.00 for each period of 
orthodontic treatment. The deduct- 
ible for orthodontic benefits is 
$50.00 for each policy year in which 
orthodontic treatment is received. 
The other benefits of the policy are 
geared to the principles of compre- 
hensive group health insurance and 
are designed to fit in with the ex- 
isting health insurance plan and 
employee benefit plans currently in 
operation at the Dentist’s Supply 
Company. 

The method of claim administra- 
tion of this plan is exceedingly sim- 
ple and conforms to the accepted 
methods of record keeping com- 
monly used by dental practitioners. 
Upon examination, a chart and 
treatment plan are made out by the 
dentist. All claims are paid on the 
basis of the chart and treatment 
plan. This will mean a minimum of 
duplication in record keeping. 

There are several factors in this 
comprehensive dental plan which 
are a radical departure from con- 
ventional health plans. Nearly all 
claims will be paid for out-patient 
care since practically all dental 
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By MAURICE R. GREENBERG 
Vice President, Continental Casualty 
Executive Officer, General Group Div. 


treatment with the exception of 
radical ora] surgery is performed 
at the dentist’s office. This places 
emphasis on out-patient care as a 
major source of claims. 

A factor which affects the com- 
prehensive dental plan is that the 
need for dental treatment seldom 
involves a physical disability on the 
part of the patient, unlike con- 
ventional health insurance where 
claims are usually motivated by 
pain, illness or disablement. The in- 
sured, in a comprehensive dental 
plan, is encouraged to utilize the 
examination benefits in order to 
maintain a preventive program of 
dental health. This brings up the 
questions regarding the frequency 
of visits, the frequency of treat- 


ment and numerous other factors 
for which there is no current in- 
formation. These and many other 
factors place dental insurance in a 
light outside of the conventional 
health coverage. Time and experi- 
ence will produce information 
which will give a more valuable in- 
sight into the experience which can 
be predicted for the type of cover- 
age. 


Association Cooperates 


In preparing the contract, Conti- 
nental Casualty and Dentist’s Sup- 
ply were in close cooperation with 
American Dental Association aims 
and objectives. The American Den- 
tal Association has encouraged di- 
agnosis and prompt treatment of 
dental disease. This has been the 
bulwark of their educational pro- 
gram for many years and has been 
emphasized by dental health educa- 
tion through the schools, the press, 
national health programs and espe- 
cially through the dentists them- 
selves. The diagnostic feature of 
the Continental comprehensive den- 
tal plan encourages early diagnosis 
and treatment. The insured is en- 
couraged to make regular trips to 
the dentist which will increase the 
opportunity of the dentist to effec- 
tively control dental disease, edu- 
cate the patient with regard to den- 
tal health and to build a close 
dentist-patient relationship. It ap- 
pears that the level of the dental 
education of the insured group will 
have strong influence on the ex- 
perience with the case in general. 

Other factors which support the 
aims of the American Dental Asso- 
ciation include a feature built into 
the policy which guarantees the 
maintenance of the traditional den- 
tist-patient relationship which the 
A.D.A. feels is so important for the 
preservation and growth of the 
dental profession. The plan de- 
signed by Continental permits com- 
plete free choice of dentist so that 
there will be no possibility of in- 
fringements upon the traditional 
dentist - patient relationship. An- 
other feature of the comprehensive 
dental plan is the freedom of treat- 
ment and professional judgment as- 
sured the dentist, made possible by 
the comprehensive, unallocated na- 
ture of the plan. 

Continued on page 61 
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irst Century of A Vital Force’ 


Amid appropriate celebrations and ceremonies, Equitable 


Society of New York reaches a significant milestone. 


iM record of the past few 


years has been a history of ex- 
travagant expansion in the busi- 
ness of the country followed by 
ruinous contractions. The resultant 
economic and financial trouble has 
served to emphasize the advantages 


and the necessity of wise and 
judicious economy and thrift both 
in public and private expenditure.” 


Timely Commentary 


These remarks might well have 
been a commentary on the present 
times made to 18,000 in attendance 
at the opening day of the centen- 
nial of the Equitable Life Assur- 
ance Society in Madison Square 
Garden in New York in July. This 
counsel was not offered at that 
meeting, however, but was sub- 
mitted to the nation just prior to 
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By T. J. V. CULLEN 
Editor 


the foundation of the Equitable in 
1859. The quotation is from the 
message of President James Bu- 
chanan in the winter of 1857 and 
1858 to a Congress which had met 
to discuss, among other things, 
measures to offset inflation. 

The words of President Buchan- 
an could indeed nave been another 
paragraph in the address of Mrs. 
Ivy Baker Priest, Treasurer of the 
United States, who said to the 1959 
audience at the Equitable centen- 
nial: “History has taught that in- 
fiation creates an urge to spend, 
not to save. Evidence appeared 
during the past year that savers 
were becoming seriously disturbed 
over the prospect of further infla- 
tion. 

“The life insurance industry, the 
Government and all others con- 
cerned with the future of America 


have a common interest in halting 
this impairment of confidence in 
the nation’s currency. ... 

“An economic paradox is that 
many people are continuing to ac- 
cumulate these dollar investments 
for spending in the future while 
favoring and voting for Govern- 
ment policies and programs which 
carry the threat of undermining 
the value of their investments. .. . 


Reverse the Drift 


“There is nothing in the picture 
to warrant complacency over the 
inflation outlook. On the contrary, 
as the life insurance industry rec- 
ognizes, there is an obvious need 
for a program to reverse the drift 
toward loss of confidence.” 

In 1859, the sound and observant 
Henry B. Hyde, from his post in 
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the offices of the largest life insur- 
ance company of the day, quickly 
grasped the obvious conclusion that 
life insurance provided the surest 
method for men in every station of 
life to exercise prudence and strict 
economy, and that a life insurance 
protection could be developed which 
would be effective during prosper- 
ity as well as in adversity. With 
unexcelled vigor he undertook the 
organization of the Equitable upon 
principles which were in them- 
selves assurances of a lasting insti- 
tution of character and service. 


Mutual Principles 


The society, as his father, H. H. 
Hyde, wrote in 1859, was indeed 
“Organized upon principles purely 
mutual and managed by gentlemen 
whose names must command public 
confidence, the new company will 
present unrivalled inducements to 
insurers and the policies will pos- 
sess all the desirable features of 
their favorite method of accumu- 
lating a certain provision for those 
who may otherwise be left defense- 
less.” Mr. Hyde, the senior, em- 
braced wholeheartedly his 
enterprise and, himself a noted life 
insurance salesman, wrote to pros- 
pects in 1859 questions which in 
1959 could be just as effectively 
propounded by our present leaders. 

Building not for the day, but for 
all time, a board of directors was 
chosen which represented New 
York at its best financially, socially 
or politically considered. Individ- 
uals of recognized standing, they 


son's 


Above, Henry B. Hyde, company 
founder, was a young man of 25 
when he organized Equitable and 
became secretary. (Center) 
Equitable's next home office, a 
42-story tower building now un- 
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were esteemed by all and gave the 
needed prestige to the new venture. 

Speaking on Industry Day 1959 
Rev. Dr. John Sutherland Bonnell, 
pastor of the Fifth Avenue Pres- 
byterian Church of New York, re- 
called, “Henry B. Hyde’s interest 
extended beyond the world of busi- 
ness to the moral and spiritual in- 
fluence exerted on this nation by 
the Christian churches of America. 
Early in his career Mr. Hyde be- 
came identified with the Fifth Ave- 
nue Presbyterian Church. 

‘“‘Among the men whose business 
acumen led them to give heavy 
financial support to the Equitable 
Society in its infancy were influen- 
tial members of the Fifth Avenue 
Presbyterian Church. Among these 
were William C. Alexander and 
Henry M. Alexander, brothers of 
the minister of the Fifth Avenue 
Church. William C. was destined 
to become Equitable’s first presi- 
dent. In 1899 the son of the Rev. 
Dr. Alexander, James W., was 
elected president.” 

With a carefully selected board, 
the Equitable was immediately 
placed upon a sound financial basis. 
Stability has continued an habitual 
characteristic of the Society. Dur- 
ing its first five months of opera- 
tion, the company wrote 277 poli- 
cies for $1,175,500, about $10,000 
each working day, and closed the 
year with assets of $113,775. Its 
premium volume during 1859 was 
$22,707. 

For the next eight years, the 
company showed steady progress 
broadening its coverages, increas- 


Proposed Home Office 


ing its assets and serving its as- 
sureds in a liberal and equitable 
manner. In 1862 it met its promise 
to be a policyholders’ company and 
paid a dividend to them at the end 
of the first five policy years. In 
1867 the company announced an 
annual dividend. 


Continued Growth 


The war had not dulled the vigor 
of its sponsors or interfered with 
its continued growth. It was with 
pride that William C. Alexander, 
its first president, therefore wrote 
to policyholders in 1867: “Just and 
liberal dealings with our assured, 
promptness in the payment of 
losses, and the greater advantages 
offered to the assured by this So- 
ciety have secured to it success 
such as has not been equaled in 
the same space of time in this or 
any other country.” At this time 
the company’s assets amounted to 
$5,125,423, and its insurance out- 
standing was $82,571,120. During 
1867, too, its premium volume ag- 
gregated $3,062,667. The rate of 
production reached $150,000 daily 
for the year. The company was 
growing at a faster rate than any 
other institution. 

For the next years through the 
depression of 1884, the panic of 
1893 and the war of 1898 with 
Spain, the Society prospered and 
developed in size, strength and in- 
fluence. With the other leading 
companies, it engaged in a spirited 
struggle for supremacy. For many 

Continued on page 78 


der construction in midtown Man 
hattan, is described as the larg 
est single occupancy office 
building privately owned. At 
right, James F. Oates, president 


of the company. 





Lawyers Professional 
Liability Insurance 


New National Bureau forms now in most 
states, reports COVERAGES AND FORMS 


Q. Which companies write this 
form? 

A. All casualty companies that 
are members of the National Bu- 
reau of Casualty Underwriters. 
Prior to July 15, 1959, only a lim- 
ited number of insurers issued 
this policy. The contracts were 
non-concurrent, rates and pre- 
mium basis varied with the differ- 
ent underwriters. The policy is 
now subject to the rules and regu- 
lations contained in the Standard 
Liability Insurance Manual is- 
sued by the National Bureau. 

Q. How is this form written? 

A. As a separate policy. 

Q. What does this policy pro- 
vide? 

A. There are two divisions of 
coverage. (A) Individual coverage 
affords indemnity for all sums the 
assured may become legally obli- 
gated to pay as damages by rea- 
son of any act of omission of the 
assured or of those for whom he 
is legally responsible, arising out 
of the performance of professional 
services in the assured’s capacity 
as a lawyer. (B) Partnership cov- 
erage provides protection for the 
assureds as to claims made joint- 
ly or severally against; (1) two 
or more members of the partner- 
ship or against any member and 
the partnership, and (2) the part- 
nership, or (3) the assured solely 
because he is a member of the 
insured partnership. 
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The coverage applies to acts or 
omissions occurring (1) during 
the policy period or (2) prior 
thereto for claims presented dur- 
ing the policy period, providing 
the assured was unaware or could 
not reasonably foresee that such 
acts or omissions would be the ba- 
sis of a claim or suit. Hence the pol- 
icy affords retroactive protection. 
As to persons who become assureds 
subsequent to the effective date 
of the policy, coverage period be- 
gins on such later date. 

Q. What are the exclusions? 


A. The policy does not apply to 
(a) any dishonest, fraudulent, 
criminal or malicious act or omis- 
sion of any insured, partner or 
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“Before we start enjoying ourselves, sir, 
we'd like to know if Camp Katchakee has 
an accident and health insurance plan?" 


employee, (b) any claim made by 
an employer against an insured 
who is a salaried employee of 
such employer, (c) bodily injury, 
sickness or death of any person 
or destruction of any tangible 
property, (d) nuclear energy haz- 
ards. 

Q. What are the rates? 

A. The basic limits are: (1) $5,- 
000 insurance to cover all dam- 
ages arising out of all acts or 
omissions in connection with the 
same service rendered, and sub- 
ject to the foregoing or (2) $15,- 
000 to cover damages for all oc- 
currences during each annual pol- 
icy period. The basic limits rate 
for each lawyer defined and named 
as an assured in the policy is $26. 
Employed lawyers (not named as 
assured) $15. The additional lim- 
its table indicates percentages ap- 
plicable to base rates for in- 
creased protection. For $25,000 
and $100,000 limits the factor is 
1.76 while $100,000 and $300,000 
coverage require a factor of 2.06. 
Partnership coverage is also 
$26.00, basic limits. 


Coverage Available 

Lawyers Professional Liability 
Insurance is now _ available 
through all member companies of 
the National Bureau of Casualty 
Underwriters. This policy was 
formerly issued by a limited num- 
ber of companies, among them the 
Standard Accident, New Amster- 
dam Casualty, and the St. Paul 
Mercury Indemnity. Rates, cover- 
ages and exclusions are now uni- 
form. 

The premium for this policy is 
based solely upon the number of 
lawyers, law clerks and abstrac- 
tors. No additional charge is made 
for other employes such as stenog- 
raphers, bookkeepers, reception- 
ists. Law clerks are those engaged 
in technical work of a clerical na- 
ture—performing legal investiga- 
tive work, answering cases, filing 
papers and similar activities—but 
they are not usually members of 
the Bar. 

If the assured is a partnership, 
coverage A must be written for 
the individual liability of each 
partner. But this coverage A can- 
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not be written for any partner un- 
less coverage B is provided for 
the partnership. 

Lawyers who are employes of 
the individual assured may be 
covered as assureds under their 
employer’s policy for an additional 
charge. 

Coverage under this policy is 
on an occurrence basis. Neither 
form A nor B limits claims to acts 
and omissions occurring during 
the policy period. Thus the pro- 
tection is retroactive to occur- 
rences arising prior to the incep- 
tion of the policy. 

There is no time limit for the 
appearance or discovery of the 
covered incident. 


The Lower Limit 


The lower limit of protection is 
the maximum payable under the 
policy for all acts or omissions in 
connection with the same profes- 
sional service regardless of the 
number of claims or claimants. 
This limit is so worded to avoid 
pyramiding of limits where more 
than one person may be affected 
by a _ professional service ren- 
dered. An estate negligently ad- 
ministered might result in a num- 
ber of suits being instigated by 
the beneficiaries or one individual 
could bring action against each 
member of a partnership. 

For coverage A the limits apply 
separately to each individual as- 
sured, while the partnership form 
—the inclusion of more than one 
assured—will not operate to in- 
crease the limits of liability. 

This Lawyers Professional pol- 
icy may be written for a period of 
three years with a 10 per cent 
discount in rate if paid in ad- 
vance. 

The Lawyers Professional Lia- 
bility policy is designed to insure 
against claims arising out of the 
professional acts of the assureds 
and does not cover the premises 
hazards. An Owners, Landlords 
and Tenants policy is needed to 
cover the premises exposures. 


Or With a Deductible 
The Lawyers Professional Pol- 
icy may be written with a deduc- 
tible at a reduction in cost. Rates 
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can be quoted upon application to 
the Bureau. 

Under coverage A the assureds 
are (1) each named lawyer, and 
(2) any additional lawyers who 
during the policy period become 
partners of the partnership in- 
sured under B, and (3) All law- 
yers employed by the assured or 
by the partnership under cover- 
age B and any additional lawyers 
employed during the policy period. 

Under coverage B the assured 





is the partnership named in the 
policy and any change occurring 
during the policy period, together 
with each member, is insured. 


Notice of Claim 


The Lawyers Errors and Omis- 
sions Policy requires that the pol- 
icyholder give written notice of 
any act or omission that he might 
reasonably expect to develop into 
a claim or suit covered under the 
policy. 
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zation that is dedicated to establishing and main- 
taining the highest standards of life insurance 
service. 

The coveted Chartered Life Underwriter key 
symbolizes the topmost professional educational 
attainment The Life Underwriter Training 
Council's badge represents industry responsi- 


bility in passing on lessons of practical experi- 


FOUR SYMBOLS -ONE GOAL 


Each of these symbols identifies an organi- 


ence. The National Quality Award “Q” is 
rect renized as a reward for superior quality of 
life insurance service to the public. 

The fourth symbol is the emblem of The Life 
Insurance Company of Virginia, a company that 
encourages and supports the activities of all 
organizations dedicated to the education, train- 
ing and development of the professional life in- 


surance salesman. 


THE LIFE "cevrany OF VIRGINIA 


SINCE 1871 RICHMOND, VIRGINIA 
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“Alice put it up to remind me to push Bituminous rating plans” 


Alice is on the right track. You can 
better your earnings by devoting more 
effort to Bituminous tailored rating plans 
for compensation and liability risks. 
Premiums are bigger, renewals are easier 
—more income for you. Bituminous 
special rating plans put you in a better 
competitive position in getting the busi- 
ness. And Bituminous safety engineering 
and claim service help you hold it. Get in 
touch with the Bituminous branch near- 
est you and ask the manager’s help on 


Bituminous 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY ° 


ahiee 


your important compensation and lia- 
bility prospects. 





TO SERVE THE AGENT 


Bituminous maintains strategically located branches 
or general supervisory agents at Atlanta, Belleville, 
Birmingham, Charlotte, Chicago, Coral Gabies, 
Dallas, Detroit, Indianapolis, Kansas City, Louis- 
ville, Milwaukee, Minneapolis, Nashville, New 
Orleans, Omaha, Philadelphia, Pittsburgh, Richmond, 
Rock Island and St. Louis. 











Specialists in Workmen's Compensation 
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How Can You Be Prudent’ 
In Today s Securities Market? 


INVESTMENTS finds flexibility a cardinal virtue 
in preparing the portfolio for several years 


By ERVIN L. HALL 


Partner, Davis and Hall 
Investment Management 


RE you a “prudent man” when 
you are handling your invest- 
ments or the securities of others 
under your control? Perhaps you 
have given the term little thought, 
particularly of late with active 
business and active markets tend- 
ing to obscure the thought of pru- 
dence. The dictionary says a 
“prudent man” is one who is care- 
ful, conscientious and wise. Quite 
an order to fill even if your only 
job is to protect and improve an 
investment portfolio. 


Image Changes 


Like most other things, the con- 
cept of the prudent investment 
man has changed with the years. 
It might be well to review the 
past to better understand the 
changes that have taken place. 

Many years ago, let us say prior 
to 1932, the prudent investor 
would not think of stepping be- 
yond well defined boundaries — 
boundaries set to a large extent 
by custom. Money was invested in 
well situated real estate, first 
mortgage bonds of utility and in- 
dustrial concerns, government and 
municipal issues, and some rail- 
bonds. A little spice was 
added through high grade pre- 
ferred stocks. Common stocks? 
Most unlikely, they were not con- 
sidered suitable for investment 
funds. The theory was that money 
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would grow if carefully placed at 
interest and, with the stable dol- 
lars of those days, this was a fair 
assumption. 

Even the speculative spree in 
common stocks that culminated in 
1929 did not disturb the Citadel 
of Prudence. These guardians of 
wealth were sure trouble would 
come from all this speculation but 
money soundly invested in income 
producing securities would ride 
safely through any adjustment pe- 
riod. These investors forgot one 
thing: to be content with a set 
of rules for any length of time is 
highly dangerous. 

When the storm broke and the 
backwash set in around 1932, the 
prudent investor of the past had 
a few sobering thoughts to con- 
sider. The government, in order 
to counter the over-all distress, 
took some drastic action. The dol- 
lar was devalued, more currency 
was pumped into the economic 
stream, and interest rates were 
forced down. All this was hard 
on the type of investment consid- 
ered safe and sound. Defaults in 
bonds had taken place. Many in- 
vestors watched their capital 
shrink and income become uncer- 
tain. Those depending on the re- 
strictive provisions of wills and 
trusts were particularly hard hit. 
At this point some relief was 
achieved by permitting trustees, 
executors and guardians to legal- 
ly place up to 35 per cent of a 
fund in common stocks. The Pru- 
dent Man Rule it was called. 


So we find that the prudent man 
with his safety of principal and 
steady income theory was not so 
prudent. He had operated under 
accepted rules and those rules 
were changed by the depression. 
The new rule changes, however, 
do not remove the necessity for 
prudence when handling invest- 
ment funds. Far from it. In fact 
if we are not prudent we may find 
ourselves in another straight-jacket 
of fixed and rigid thought. 


Banks Made Study 


Today, with mutual funds, in- 
stitutional funds, pension funds 
and common trust funds, invest- 
ment interest is more widely 
spread than in the pre-depression 
days. Also the emphasis has 
changed from fixed income securi- 
ties to equity securities. Along 
this line, an interesting study was 
released recently by the personal 
trust departments of banks, cov- 
ering the personal trusts super- 
vised by these departments. The 
trusts were either created by wills 
or were living trusts. A lot of 
money is in these trusts—some- 
where around 50 billion dollars. 
The investment of these billions 
shows how prudent men think to- 
day. Common stocks absorb 61.7 
per cent of the assets, 15.7 per 
cent are in state and municipal 
bonds and 5.1 per cent in United 
States Government bonds. The 
balance was distributed among 
preferred stocks, corporate bonds 
and debentures, and similar items. 

Quite a change from pre-1932. 
A swing from gilt edge bonds to 
61 per cent in common stock. The 
banker of the early twenties con- 
sidered himself prudent and no 
doubt the personal trust depart- 
ments of today feel the same way. 
The difference is that the older 
method was not very flexible while 
today, with a much wider invest- 
ment field, we hope the prudent 
investor will keep flexible and not 
eventually bog down in dogma. 

With a rapidly changing world 
we cannot help but be faced with 
ever changing investment prob- 
lems. To cope with them we must 
be willing to change, to adjust, 
and to bring clear thinking and 
fresh thoughts to the problems of 

Continued on page 54 
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One of Gershwin’s best programs 
came from The Man from Equitable 


Gershwin’s insurance program was composed by 
The Man from Equitable—a man who's been ap- 
plauded a hundred years for insurance writing. This 
year, during the Hundredth Anniversary, there’s 
even more to applaud. New graded premiums, for 
example. New lower rates for women on larger size 


policies. Or the guaranteed insurability option. And 
more. It’s all being explained regularly on poucLas 
EDWARDS WITH THE NEWS, over nationwide CBS-TV. 
No wonder so many top underwriters enjoy being 
The Man from Equitable! Applause is good for the 
ears. Doesn't hurt the pocketbook, either. 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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we have plans for you 


And when we talk about 
plans, we mean business 
.. + big business with 
big commission volume 


1: example, there’s the 
PROTECTED PAYMENT 
PLAN. Installed in banks, 
sales financing companies, and 
huge automobile dealerships, 
it helps take the risk out of 
buying on credit by making 
payments for borrowers who 
are kept off the job by illness 
or injury. 

With installment buying so 
widespread a practice nowa- 
days, you can readily see the 
tremendous market for this 
policy. 

You might call the Protected 
Payment Plan a_ labor-saver 
because each individual sale 
can pay off in hundreds of 
policies and thousands of com- 
mission dollars. 


Interested? Then come to Continental Casualty— 
the Pioneer and Leader in Accident and Health Insurance. 


CONTINENTAL CASUALTY COMPANY 


Home Office: Chicago, Illinois 


A Member of the Continental-National Group 


CONTINENTAL ASSURANCE COMPANY @ 
NATIONAL FIRE OF HARTFORD @ 
TRANSPORTATION INSURANCE COMPANY ® 
TRANSCONTINENTAL INSURANCE COMPANY @ 





Investments 
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the moment. To see how varied 
these problems are let us consider 
just a few of the possibilities that 
will affect our investment deci- 
sions within a reasonably short 
time. 


Several Possibilities 

Possibility number one. We may 
have more money pumped into the 
economy due either to government 
deficits or to heavy spending pro- 
grams. If so the outlook will not 
be very encouraging for a stable 
dollar. Under such circumstances 
it would not be prudent to have 
much of an investment fund tied 
up in long term fixed income ob- 
ligations. The income might be 
safe enough but the purchasing 
power of that income would stead- 
ily suffer. 

Possibility number two. The 
government might find a way to 
balance its budget, and should 
Congress be willing to control ap- 
propriations, there would be an 
improvement in the outlook for a 
stable dollar. Such a course could 
bring with it some economic dis- 
ruptions. Under this set of cir- 
cumstances long term bonds, 
which have suffered a steady ero- 
sion in value, and which are yield- 
ing over 5 per cent, would become 
increasingly attractive. It would 
not be prudent to ignore this pos- 
sibility. 

Possibility number three. If the 
Federal Reserve continues its ef- 
fort to exert a restraining influ- 
ence on speculative excesses by 
both business and the stock mar- 
ket, the present boom might be 
less expansive than some of us 
anticipate. We have been paying 
some fancy prices for common 
stocks of companies that must 
grow rapidly to justify those 
prices. Without a rapidly grow- 
ing economy stocks will in time 
reach a point where many will be 
grossly overvalued. It is not pru- 
dent to expect a boom period to 
continue indefinitely with or with- 
out Federal Reserve pressure. 
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These are just a few of the 
problems that require decisions 
in order to maintain the principal 
of an investment fund and con- 
tinue its growth. A great deal, of 
course, depends on the type of in- 
vestment fund you are handling. 
If it is your own money, you can 
take more risks than if you are 
handling funds for others. If you 
have institutional funds to worry 
about, you have to take all possi- 
bilities into consideration. If you 
have trust funds, you might have 
the additional worry of legal re- 
strictions. 


Prudence Plus Flexibility 


It may sound impossible to de- 
cide whether we will have a stable 
dollar or more inflation. Whether 
we should take profits when the 
market gets too exuberant or de- 
pend on dollar averaging to level 
off the peaks and valleys. But de- 
cide we must for these are chang- 
ing times. The only way an astute 
investor can keep up with them is 
to remain flexible. In fact flexi- 
bility today should be the cardinal 
principal of the prudent investor. 

You cannot be sure that inflation 
will become more rampant. You 
cannot be sure that the Govern- 
ment will put its house in order. 
You cannot be sure that the scien- 
tific developments of today will 
continue in one expanding phase 
without correction. Only time will 
gradually unfold the trend. Be- 
cause of this you can’t be dogmatic 
about the future but must be alert 
to adjust your investment moves 
to fit in with the changing times. 

Are you a prudent man in han- 
dling your investments or are you 
under the spell of some success 
formula, mechanical timing 
method, or a theory such as com- 
mon stocks are a good inflation 
hedge? The oldsters forgot one 
thing: to be content with a set of 
rules for any length of time is 
highly dangerous. The mistake 
could be repeated. Fixed or cir- 
cumscribed thinking is not likely 
to pay off any better in 1959 than 
in 1929. 

We can’t be perfect, but we can 
be prudent which means careful, 
conscientious and wise manage- 
ment of our investment portfolios. 
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The reply card on page 73 of this issue can be used to obtain 
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Mr. GENERAL INSURANCE MA 
bar ron rE OFF= MULTIPLY YOUR INCOME z 
GENERAL AGENT for LIFE, ACCIDENT & HEAL 


and GROUP INSURANCE: *& With MAXIMUM 


COMMISSION AND EXPENSE ALLOWANCE 
PROFIT SHARING RENEWALS, LIFETIME SERVICE FEES, 


PENSION, LIFE BENEFITS. Why Not Capitalize On 
The Sales Advantages Of Bankers National 


Life’s COMPLETE POLICY PORTFOLIO: } 2: ond 
Non-Lar Life, Quantity Discount, Guaranteed Insurability, Family Policy, 
Salary Savings Plan, Coupon Policies, Commercial and Non-Can A & H, 
Association A & H, Hospitalization, Baby Group, Creditor Group, Major 


Medical Group and More! 1—F YOUR LIFE DEPARTMENT 
CAN PRODUCE $10,000 ANNUALLY IN LIFE 


PREMIUMS: Doas so many other successful 
General Insurance Men have done ...eask 
Agency Vice President Bill Good for a 


Copy of Our Booklet! wz Have GEN- 
ERAIL AGENCY OPENINGS IN Me., 
W.Fz., Vt., N.J., Pa., Del. D.C., Ma. Va. 9M.C. 
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ale FREE Montclair 9 N. J. 
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for building a MILLION DOLLAR LIFE DEPARTMENT 
mn 


THE SPECTATOR 








Soldiers Policy Payments Made 
To Friend in Loco Parentis 


VERDICT reports on recent trial deciding payment 
of NSLI benefits where no family could be traced 


In Banks v. U. S. (U. S. Court 
of Appeals for the Second Circuit, 
May 22, 1959) the plaintiff sought 
to recover as the beneficiary under 
a National Service Life Insurance 
policy. She was not related to the 
insured but sought to establish the 
relationship known as “in loco 
parentis.”” The facts adduced on 
the trial were as follows: 


Estranged from Wife 


Plaintiff was a resident of Hart- 
ford, Connecticut. She was born 
August 14, 1885. While living on 
Main Street in Hartford in 1937 
she became acquainted with Ed- 
ward J. Alexander, born June 30, 
1909, a musician who was estranged 
from his wife and was rooming 
alone at 12 Canton Street in a house 
whose backyard adjoined that of 
plaintiff. He was accustomed to 
drop in on plaintiff for coffee and 
sometimes for meals and recipro- 
cated by mopping and sweeping 
stairways and running errands for 
plaintiff, who supported herself by 
minding pre-school children for 
working parents. 

Plaintiff occasionally did washing 
for Alexander and loaned or gave 
him shirts which had belonged to 
a son of plaintiff... . She admon- 
ished Alexander about excessive 
drinking, and at times had him 
sleep off in her apartment the 
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by LUKE A. BURKE 


Member New York Bar 


effects of drinking so that he would 
be fit for his night’s work with 
a band in a restaurant. 

In mid or late 1942, Alexander 
left Hartford with a circus band. 
He was inducted into military ser- 
vice March 24, 1943, at Richmond, 
Virginia. He intended to return to 
Hartford after the war and to live 
in plaintiff’s house. He carried on 
a correspondence with plaintiff dur- 
ing his service, asking for and re- 
ceiving her picture, for which he 
made a frame of native wood, and 
sending his picture to plaintiff. 


Correspondence Lost 


A large part of the correspond- 
ence was lost by plaintiff when she 
turned it over to a man she be- 
lieved to be a lawyer to submit 
to the Veterans’ Administration, 
which the man failed to do. 
Alexander sent plaintiff on one oc- 
casion a war bond as a gift. He 
took out a $10,000 National Service 
Life Insurance Policy, No. 10094071, 
effective April 1, 1943, designating 
a sister Lillian Alexander, as bene- 
ficiary. 

On his application for the insur- 
ance Mrs. Banks’ name was typed 
in beneficiary, X’ed out and his sis- 
ter’s name inserted. He designated 
Eleanor Alexander, wife, as sole 
beneficiary to receive the six 
months’ death gratuity pay. He 
designated Mrs. Banks, the plain- 


tiff, as emergency addressee. He 
paid premiums on his insurance 
policy for the period from April 2, 
1945 to November 1, 1945. 


Names Plaintiff 


In March 1945 he wrote the Vet- 
erans’ Administration stating that 
Mrs. Banks was the beneficiary. 
The Director of Insurance notified 
him that his sister had been the 
original beneficiary but that the 
certificate sent her at the address 
given by him had been returned 
unclaimed. Alexander thereupon 
made out and signed a change of 
beneficiary under the policy, giv- 
ing the relationship as “Parent 
(Loco-Parentis) .” 

Alexander was injured by a fall- 
ing tree and died October 18, 1945, 
on Saipan. This action was then 
brought by plaintiff to recover on 
the policy. Efforts by government 
agencies, including the F. B. I., to 
locate the soldier’s estranged wife, 
sister or other relatives have been 
unsuccessful. 

The trial court held that the 
plaintiff was entitled to recover be- 
cause she stood in loco parentis to 
the insured. The Appellate Court 
affirmed with this reasoning: 

“The soldier looked on the plain- 
tiff as a parent, as his closest re- 
maining connection, the one to be 

Continued on page 58 


57 





Verdict 
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notified if anything happened to 
him, the one he wished to benefit 
by his insurance in case of his 
death and to whom his effects 
should be sent, and her house the 
nearest thing to a home he could 
go to on release from the service, 
even though he never had lived in 
her home, was not related to her 
by blood or marriage, and had not 
supported her when working... . 


Adviser and Friend 


“Plaintiff had formed an attach- 
ment for the soldier as an older 
adviser and friend, making him 
welcome in her home prior to his 
service for a period longer than the 
one year minimum of the statute. 
... His formality in address in the 
correspondence may be outweighed 
by his desire to exchange pictures 
and his care for hers. The rela- 
tionship was to a large extent like 
that of a mother and emancipated 
adult son... . 


Kind of Service Important 


“As we view it, the very nature 
of the loco-parentis relationship is 
such that it must reside in the 
minds and hearts of the parties in- 
volved. To provide proof of the 
existence of the relationship, ob- 
jective manifestations of the feel- 
ing must, of course, appear. Usual- 
ly these are to be looked for not 
only in things done and given each 
to the other, but more especially in 
the kind of service done and the 
kind of thing given. 

“In the case at bar, the insured’s 
correspondence and appellee’s testi- 
mony both disclose that they were 
not highly articulate or openly de- 
monstrative in expressing their 
feelings. But that circumstance 
does not negate the existence of a 
feeling as deep as either was capa- 
ble of. 

“Appellant next insists that in 
all events ‘a person may not enter 
into a loco parentis relationship 
with an adult.’ But this contention, 
too, rests upon the argument that, 
once adulthood is reached, it is im- 
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possible ‘to assume the prerequisite 
parental financial responsibility, as 
none exists after the child’s eman- 
cipation.’ 

“Financial support is only one 
objective manifestation of the exis- 
tence of a loco-parentis relation- 
ship. As Mr. Justice (then Circuit 
Judge) Minton observed for the 
Court in Zazove v. U. S., 158 F. 2d 
24: ‘One standing in the place of a 
parent may give more than mate- 
rial things to that relationship. ... 
In our opinion if the person named 
as beneficiary stands in fact in the 
relation of a parent towards the in- 
sured, yielding whatsoever there is 
of substance or sentiment to the 
relationship, the fact that the per- 
son who is the recipient of the 
fruits of such relationship is an 
adult is immaterial.’ ”’ 


Collapse of a Building 


The insured and his wife were 
in their house when they heard a 
racket that sounded like something 
had fallen and broken in the house. 
About two weeks later it was no- 
ticed that the walls of the house 
had cracked on the east, west and 
north ends. The inside walls had 
also cracked. The foundation had 
broken so that you could, accord- 
ing to a witness, put your finger 
in it in places. The foundation was 
concrete poured in the ground. A 
number of witnesses said that there 
were cracks in the walls of the 
house and in the foundation and it 
appeared that segments of the wall 
had sunk or dropped. 


Fire Policy Covered Collapse 


The insured had a fire policy which 
also covered “collapse of the house 
or a part thereof.” He sought to 
recover, under this policy, the cost 
of the repairs. The trial court held 
that the policy covered the damage 
but the appellate court reversed the 
lower court, deciding that the policy 
did not cover. The case was con- 
sidered to be unusual as the appel- 
late court points out in its opinion, 
as follows: 

“It is insisted by the appellant 
that there was no collapse of the 
house or any part thereof within 
the meaning of the policy. 

“There appears to be little law on 
the question here involved. Col- 


lapse of a building or any part 
thereof seems to be a clear and 
unambiguous statement and we find 
ourselves unable to agree that the 
proof showed a collapse of the 
house or any part thereof. 

“The plain and ordinary sense of 
the word ‘collapse’ cannot be so 
altered or warped to include within 
its meaning a movement of a struc- 
tural part of a building as is sought 
to be done in the case at bar. We 
find only one case by an appellate 
court in this country which seems 
to be analogous to the case at bar. 
This is the case of Nugent v. Gen- 
eral Insurance Co. of America 253 
F. 2d 800. 

“Just as in the present case, the 
plaintiff in the Nugent case showed 
that cracks had been discovered in 
the walls of the insured house. 
These cracks extended through the 
entire wall, from the outside to the 
inside. Cracks were also found in 
the basement floor and there was a 
displacement of a half inch in the 
two margins of the cracked sur- 
faces. The house moved or settled 
toward the northeast. In the pres- 
ent case the evidence showed the 
Royal residence had moved or set- 
tled. In other words the facts in 
the Nugent case appear to be al- 
most identical with the case at bar. 


Merely Settled 


“The Circuit Court of Appeals 
in the Nugent case upheld the find- 
ings of the District Court for the 
Eastern District of Missouri that 
the policy provision exactly similar 
to the provision involved in the in- 
stant case did not cover damage 
caused by such movement or sink- 
ing of the building footings and 
that such settling or sinking of the 
footings did not constitute a col- 
lapse of the building. 

“There seems to be no doubt 
about the meaning of the word 
‘collapse’.”’ 

(Central Mutual Ins. Co. v Royal, 
Alabama Supreme Court, June 25, 
1959. ) 


Theft, Burglary Distinguished 


The insured was engaged in man- 
ufacturing jewelry. He had an All- 
Risk policy with the following ex- 
clusion: “This policy does not in- 

Continued on page 60 
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IT PAYS TO SHOP 
NATIONWIDE GROUP 


Wakefern Food Corporation of Elizabeth, New Jersey 
discovered this when it switched to Nationwide. 
Wakefern represents 76 cooperatively owned 

Shop Rite Super Markets. As in any firm... publicly 
held or privately owned...Wakefern’s management 
wanted top-notch health insurance protection 

to cover its stores at minimum cost. 

Nationwide combined the requirements 

for each store into one flexible plan. 

No matter what kind of firm you 

represent it will pay you 

' to havea proposal 

from Nationwide. 

Just contact: 

Nationwide Group 

. Sales Department, 

246 North High Street, 

Columbus 16, Ohio. 





Mr. Maurice Blond, (Left) Blumencranz & Company, agent of record, 
with Mr. David Angus, Jr., Nationwide Regional Group Manager and 
Mr. David Silverberg, Director of Special Services, Wakefern Food Corporation. 
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70 Pine Street, New York 5, New York 
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Verdict 


Continued from page 58 


sure against or cover: ... (h) 
Theft unless by forcible entry into 
the conveying vehicle.” 

Because of a burglary of prem- 
ises covered by the policy, the in- 
sured suffered a loss of jewelry. In 
holding that the policy did not cover 
the loss, the appellate court said: 


Lower Court Upheld 


“The plaintiff contends that, not- 
withstanding the exclusion of lia- 
bility for theft, defendents are re- 
sponsible for burglary and by vir- 
tue thereof plaintiff is entitled to 
recover. It contends that this court 
should reverse the decision of the 
trial justice on the proposition that 
burglary should be construed to in- 
clude theft, since the latter term is 
not defined in the policy. It argues 
that ‘theft’ when not specifically de- 
fined within the contract must be 
given its ordinary meaning, such as 
the fraudulent taking of personal 
property from another, without his 
consent, and with intent to deprive 
him of it, namely, stealing, but 
should not be construed to include 
burglary. We concede that the 
word ‘theft’ does not include the act 
of burglary unless it is expressly so 
defined in the agreement. We fail 
to understand how this can be of 
any benefit to plaintiff. 


Not Necessarily Included 


“Granting that the policy in- 

cluded burglary among the risks 
assumed by defendants, it is ele- 
mentary that the offense of bur- 
glary does not necessarily include 
stealing or theft either at common 
law or by the statutes made and 
provided. It follows that actual 
theft by a burglar can be expressly 
excluded as a risk, leaving the in- 
surer liable for damages resulting 
from burglary as such. The proxi- 
mate cause of plantiff’s loss was 
theft and not burglary. This is the 
situation in the case at bar.” 
(C. & G. Manufacturing Co., Inc. 
v. Columbia Ins. Co. of New York, 
Rhode Island Supreme Court, April 
30, 1959.) 
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Dental Group Plan 


Continued from page 45 


The American Dental Associa- 
tion has had, as an objective over 
the past years, the formulation of a 
method to solve the problem of fi- 
nancing dental care. Because of 
the increasing use of medical and 
dental facilities, this need becomes 
greater each year. The Dental 
Health Conference of the American 
Dental Association was addressed 
by John F. Abel on the topic of the 
issues involved in meeting the costs 
of dental care, as a part of Em- 
ployer-Employee relationship. He 
said, “I urge upon this group that 
it work closely with employees, 
unions, and the insurance industry 
... to adopt policies and programs 
to fill the need of the public on a 
voluntary and free basis. I feel 
confident that out of such coopera- 
tion, positive programs can be de- 
veloped which will benefit all of the 
parties concerned.” 


Investment in Health 


Mr. Henry M. Thornton, presi- 
dent of the Dentist’s Supply Com- 
pany, has said as a representative 
of management, he has a large in- 
vestment in the health of his em- 
ployees and feels that protection in 
the area of dental health is a neces- 
sary and wise investment on the 
part of management. At the pres- 
ent time, disability having its ori- 
gin in and aggravated by dental 
disease is the cause of considerable 
loss to the company which could 
otherwise be prevented through a 
dental health plan. The employees 
of many industrial firms have dem- 
onstrated a desire to have their 
health insurance carried for them 
through various employer-employee 
health programs and it is the feel- 
ing that they wish to have dental 
care included as well. Through the 
utilization of employee benefits in 
this area, it is evident that the in- 
sured will receive more and better 
dental care. The desire on the part 
of both management and labor for 
better and more economical health 
coverage, has created the demand 
for the initiation of this first com- 
prehensive health program. 
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The Public Library 


Photograph by A. Aubrey Bodine 
of Newark, N.J. one 


of the nation’s best. 








Storehouse of Knowledge 





Libraries and museums are our storehouses of ideas and records, 
constantly ready for future reference. 

Funds for future delivery are “stored” by hundreds of thousands 
of families, with the Baltimore Life, specialists in family security. 


Newark and vicinity is served by our office at 9-11 Hill Street. 


The Baltimore Life 
Insurance Company 


A Progressive Mutual Organization 





HOME OFFICE: BALTIMORE, MD. 


Add learning power to your earning power thru C. L. U. 








Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 
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These Names Make News 


Continued from page 12 


Durward D. Ulfers, underwriting 
vice president of Mutual of 
Omaha, has been named prod- 
uct coordinator for the firm. 

Peyton Lingle has been named 
vice president and agency direc- 
tor of the ordinary department 
of Coastal States Life. He will 


» 


succeed Thomas A. Dechman 
who resigned to head a Louisi- 
ana life company. 

J. H. Mosgrove, former safety di- 
rector of the Big Sandy Elk- 
horn Coal Operators Associa- 
tion, Pikeville, Ky., has been 
made chief engineer of Coal 
Operators Casualty. His office 
will be located in Lexington, 
Kentucky. 

Robert H. Christensen has been 
appointed manager of the spe- 
cial risks division of Beneficial 


"We planned it that way, Harvey!" 


Our sales increase of 28% over last year 
was the planned goal of field and home office 
for their own future. It’s resulted in actively 
moving into Commercial Group Plans... 
expanded offices . . . solid growth and develop- 


ment. 


It’s opened a wide range of oppor- 


tunities for competent representatives at all 
levels—agents, branch and district managers. 


You will go places with a company that’s going places 


Write: G. Frank Clement, C. L. U. 
Vice President in Charge of Agencies 


There’s only one 


Shenandoah Life 





INSURANCE 
Home Office « 


COMPANY 


Roanoke, Va. 


Mutual Life Insurance Company Owned By And Operated For Its Policyholders 


Standard Life, Los Angeles. In 
his new role he will develop in- 
surance designed to meet needs 
created by modern traffic haz- 
ards. 

Hugh F. McKenna has been ap- 
pointed assistant to the presi- 
dent of Central Life, Omaha, 
Neb. 

Paul J. Foley has been named as- 
sistant director of public rela- 
tions for the State Mutual Life 
Assurance Company of Amer- 
ica. 

Roy D. Anderson has been named 
assistant secretary of the North 
American Reassurance in _ its 
Dallas office. 

Howard W. Hotz, formerly with 
Prudential, has joined the staff 
of the Life Insurance agency 
Management Association as a 
senior consultant in the com- 
pany relations division. 

Kenneth Norquist has been ap- 
pointed regional secretary for 
the San Francisco area for 
Ministers Life of Minneapolis. 

Don Lynch has been appointed 
chief underwriter for Investors 
Syndicate Life, Minneapolis, 
Minn. He will be responsible 
for the direction of the com- 
pany’s underwriting and policy 
issue activities. 

John F. Pickles has been eleeted 
secretary of the National of 
Hartford companies. He _ has 
been supervising operations in 
western Missouri, Kansas, and 
Oklahoma. 

James A. Peirce, director of the 
bureau of publications of the 
John Hancock Mutual Life, has 
been elected treasurer of the 
International Council of Indus- 
trial Editors. 

Conrad Good has been appointed 
editor of Bankers Life of Ne- 
braska’s two company publica- 
tions, the “Sower’” and “Life- 
line.” 

Junius L. Powell has retired from 
Chubb & Son. He started with 
the company in 1925. He is 
senior vice president and a di- 
rector of Federal Insurance 
Company, and Compania de Se- 
guros Federal de Cuba, a di- 
rector of Vigilant Insurance 
Company and a trustee of 
Chubb Foundation. He _ will 
continue as a director of the 
Federal and Vigilant. 
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Agency Banquet 
Continued from page 43 


Eve in that same year. He had 
paid a premium of $214.04. 

“When the agent who had sold 
him the policy called on the widow 
at the funeral home, she told him 
that she was desperate and didn’t 
know which way to turn because 
there seemed to be no money with 
which to carry on. Imagine her 
relief when the agent told her that 
without her knowledge, her hus- 
band had purchased this life in- 
surance policy and gave her a 
check for $19,000. He was the pro- 
prietor of a thriving business and 
she is a capable young woman. 
With the aid of her life insurance 
money, she was able to move in 
behind his desk and earn a fine 
living for herself and her two 
children.” 

Another speaker, Margaret Div- 
ver, an officer of John Hancock 
Life, told briefly but clearly what 
life insurance benefits can mean to 
Her statement appears in 
full on page 42. 


women. 


"Homey" Atmosphere 


Ralph Hoyer, who headed the 
agency for more than half a cen- 
tury, spoke informally as a friend 
of most of the people present. His 
remarks typified the “homey” at- 
mosphere of the banquet at which 
many of the beneficiaries showed 
that they knew personally many of 
the agency staff members who at- 
tended. 


Both Business and Personal 


Business insurance as well as 
personal policies were cited in the 
course of the Admiral 
McCrae Ohio 
farm boy became owner of a manu- 
facturing firm and in 1936 pur- 
chased, through the Hoyer Agency, 
the first retirement plan ever put 
into effect by John Hancock Life. 
died,” the 
speaker went on, “but the people 
in his company for whom he 
thoughtfully set up the plan are 
still reaping the benefits of his 
foresight. Also joining with us are 


evening. 
recounted how an 


“Two years ago he 


September 1959 


members of his family who are 
carrying on the business for him. 
Not only did he provide substantial 
personal insurance for them, but 
they were able to take over con- 
trol of the company because of 
business life insurance payable to 
the corporation.” 

Instead of being a time for re- 
calling unfortunate tragedies, this 
banquet for beneficiaries pre- 
sented an opportunity to emphasize 


the talents of the beneficiaries in 
using the funds they received. 
These people, Admiral McCrea 
pointed out, “have made life in- 
surance work because of the way 
they have worked. . . . In a world 
where nothing is certain, not even 
the possession of substantial 
wealth, the certainty of life insur- 
ance stands firm. Only those who 
have made its benefits work can 
testify to this certainty.” 








Report from Chicago: 


(or: It isn’t any secret any more!)* 


*The secret is ACTION!.. For the “ACTION” Story write or call 


NORTH AM’ 


ALLEN V. DOWLING, PRESIDENT 


If 
Life, Accident & Health Insurance 


209 SOUTH LASALLE STREET 


During 1958 the North 
American advanced 61 
positions among all U. S. life 
companies — life insurance in 
force—placing it in the upper 
6th of the industry. 


Authority: The National Underwriter 
April 25, 1959 
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CHICAGO 4, ILLINOIS 











MarketingConferenceSet 
For Small Life Companies 


“Building for Growth" is theme of meeting 
held in Texas for home office executives 


The Institute of Insurance Mar- 
keting, Southern Methodist Uni- 
versity, will sponsor its 5th annual 
Small Company Conference for 
home office executives the week of 
January 4 to 8, 1960, in Dallas. 
Theme selected is “Building for 
Growth.” Format has been changed 
to allow more time for small dis- 
cussion groups and private con- 


ferences following the lectures. 

Each registrant can submit in 
advance problems he would like to 
discuss. Purpose of the conference 
is to afford officers of small com- 
panies the opportunity to get help 
and exchange ideas about problems 
peculiar to the small life insur- 
ance company. 


For Further Information Circle 47 on Card 





Motion Picture Aids the Handicapped 


Under the auspices of Mutual of Omaha, a motion picture is being produced 
for use by the President's Committee on Employment of the Physically Handi- 
capped. Above, Major General Melvin F. Maas (I.), Marine Corps, retired, 
head of the President's Committee and himself blind, discusses the film with 
the director and the movie's star, Rift Fournier (r.), polio victim and law school 
student from Omaha, Neb. Titled "The Biggest Bridge in Action," the movie will 
be used at the community level to promote employment of the physically handi- 
capped. Fournier, in the role of a young engineer who is paralyzed from the 
waist down, plays his part from the same wheelchair he uses in real life. After 
showings before state and local committees, Mutual of Omaha will distribute 
the motion picture for free presentations by community groups. 

For Further Information Circle 48 on Card 


USE REPLY CARD ON PAGE 73 


For more information on one or more of these 
items, tear out the reply card. Circle on it the 
number or numbers matching the figures following 
each item in which you are interested. Fill in the 
blanks, sign your name and mail the card. 

This reply card is not an order blank. Please do 
NOT send money to THE SPECTATOR. Card merely tells 
the supplier that you want, without obligation, more 
information about his product or publication. 


Building and Safety Factors 


“Building for Safety,” a new 
movie prepared by Underwriters 
Laboratories, shows how the lab- 
oratory tests materials and struc- 
tures under scientifically controlled 
fire conditions. In the 16mm color 
film, floors, walls, ceilings, roofs, 
doors are all tested in the labora- 
tory’s giant furnaces. Roof shingles 
are also subjected to high wind 
tests. The flame spread of build- 
ing insulation is measured in a 
special tunnel furnace. Thus all 
types of building materials can be 
tested for fire hazards. 

Running time for the film is 1314 
minutes, and it has been cleared 
for use on TV. There is no charge 
for borrowing the print. 


For Further Information Circle 49 on Card 


“Energized” Extinguishers 


A new line of hand portable dry 
chemical fire extinguishers is an- 
nounced by Ansul Chemical Com- 
pany. The extinguishers are sup- 
plied in 10, 20 and 30-pound dry 
chemical capacities. Units in the 
Ansul Sentry “Energized” series 
can be operated with one hand, are 
easier and faster to recharge, and 
offer trouble-free maintenance. Ex- 
tinguisher heads can be disassem- 
bled without tools, if necessary. 


For Further Information Circle 50 on Card 


Courses on Head and Neck Claims 


Short courses on the medico- 
legal aspects of head and neck 
injuries have been announced by 
the Law-Science Academy of 
America and the Law-Science 
Foundation. Courses will be given 
at leading hotels in the following 
cities: Miami, Fla., November 7 
and 8; Washington, D. C., Decem- 
ber 12 and 13; Philadelphia, Pa., 
and Boston, Mass., November 28 

Continued on page 67 
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; AN AID IN 
Pre-Induction BETTER 


SELECTION 
Text 


Research has now established with substantial proof that one of the 
most promising methods of improving the quality of selection is pre- 


contract training. 
Here to help you in that process is a forceful, colorful exposition of the 
job of the life underwriter—the product he sells—the needs it fills— 


sxio ~=3—'- the market he covers—the methods he uses—the hours he puts in. 
Spiral Bound 


in six dynamic, plavn-talting Units, plus questionnaires for This TEXT pulls no punches. It paints the dark side of selling life 
each, here is what the Text covers : ‘ 

insurance as well as the glamorous and rewarding. It may drive some 

THIS CAREER OF LIFE INSURANCE SALESMANSHIP men away from the business—but that’s what it’s supposed to do. For 


the opportunities, the challenges, the rewards, the problems, this TEXT is primarily a 
the discouragements—in brief, the facts 


THE HIGH STANDARDS OF LIFE INSURANCE SELECTION DEVICE 


SALESMANSHIP ; ; nary 
the strides toward professionalism, the public's high opinion, Pre-induction training is the latest in a long series of developments, 


the caliber of the people in life insurance all trying to improve standards of selection. The PRE-INDUCTION 
HOW LIFE INSURANCE SOLVES PEOPLE'S PROBLEMS TEXT will help you find out if a prospective agent 


needs, uses and functions of life insurance, the high spots of 


where it fits into the family or business picture will study—has the ability to absorb knowledge—can stand 


up under pressure—likes to meet people—can express him- 
WHERE SALES COME FROM self effectively—and possesses other attitudes and habits 
a quick glance at markets, prospecting methods, and the neces which will influence his success in life insurance selling. 
sity for constant prospecting 
HOW YOU LEARN TO SELL The completion of this TEXT with its revealing questionnaires will tell 


taking the mystery out of the sales process, explaining how you things about your man you couldn't possibly learn in any other way. 


selling is taught—and learned ; , , 
The TEXT does not go into detail found in a complete standard basic 


THE IMPORTANCE OF PERSONAL EFFICIENCY training course. It is not expected to stand on its own feet as such a 
the hazards of one’s own business, the need for self-organiza course. It is designed to acquaint, not instruct; to test, not educate; to 
tion on a profitable basis P one 

select, not train. We're confident it’ll do those things superlatively well. 


Pe atc erat aaa are ae ies 6k lamer eo ta. i glam eed orf 


R & R SERVICE: isan: wake tel 


THE R & R PROCEDURE MANUAL 


A 66-page, loose-leaf book for managers, gen- 
eral agents, and home office people. It con- 
tains an entire suggested selection procedure 
and places the PRE-INDUCTION TEXT in 
proper perspective with respect to the total 
process of selection. 


Please ship and bill the foliowing quantities: var erein ant 
The R & R Pre-Induction Text for one copy 
1-4 copies, $2.90 ea.; 5-24, $2.75 of caeh 
ea.; 25-99, $2.65 ea.; 100 or more, $2.50 ea. Usual 10% 
discount to members. 


The R & R Procedure Manual $1.25 ea., NET. 


Included are duplicate copies of the TEXT 
questionnaires, with comments on what the 
selector should look for in the candidate's an- 
swers. There are also 10 field and office proj- 
ects which it may be desirable to administer 
to the prospective agent. 


NAME 





COMPANY 
STREET ADDRESS 


Cis a ee ee 
Mail to: 123 W. North Street, Indianapolis 9, Indiana 
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GULF LIFE TAPES RECORD GROWTH WITH IBM 650 


Gulf Life Insurance Company recently installed the first IBM 
650 tape system in the industry to handle policy records and 
their unique agent compensation arrangement. 


From an approximate $440 million volume, Gulf Life has grown 
to over $1 billion worth of policies in force in ten short years. 
This tremendous expansion seriously strained existing ac- 
eounting methods. 


The IBM 650 tape system currently hagdies some thirty to 
thirty-five thousand transactions per week in all lines gen- 
erated by 1200 agents, superintendents, and managers located 
in 9 states. This integrated system maintains records on over 


Mr. Logan H. Campbell, 
Vice-President and Controller, 
Gulf Life Insurance Co. 


one and a quarter million weekly premium, regular ordinary 
and monthly debit ordinary policies. Complete accounting and 
historical records on tape help provide better service to policy- 
holders and Gulf Life agents. 


With the 650 system, the problems of conversion to tape 
records were eased. IBM automatic programming aids helped 
to convert the multiple files to machine language. IBM systems 
counseling and education helped complete the job. 


Like all IBM data processing equipment, the IBM 650 may be 
purchased or leased. Call your local IBM representative today 


for more information. 


DATA PROCESSING 
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New Products and Services 


Continued from page 64 


and 29; Jackscn, Miss., December 
4 and 5. 

The lectures are sponsored by 
the Law-Science Academy and In- 
stitute as part of their non-profit 
educational program. Claims men 
and other insurance personnel 
may attend, and some scholarship 
arrangements are available to 
those employed five years or less 
in the industry. 


For Further Information Circle 51 on Card 


Electric Printing Calculator 

The new Everest “M4” 10-key 
electric printing calculator features 
fully automatic division from one 
keyboard. The decimal point in 


the quotient is positioned auto- 
matically and prints clearly on the 
tape, eliminating the need to draw 
guide lines. Other advantages in- 
clude fully automatic multiplica- 
tion, automatic visible credit bal- 
ance, and automatic total clearance. 
The tape shows all factors with 
total, sub-totals, and remainder in 
red. 


For Further Information Circle 52 on Card 


Outboard Boating Safety 


Latest in Aetna 
Surety’s safety movies is ‘“Out- 
board Outings,” made in coopera- 
tion with the U. S. Coast Guard 
Auxiliary. The 20-minute, full- 
color movie is narrated by Garry 


Casualty and 


Moore, television personality. 
Film has now been released na- 
tionally for free-loan showings be- 
fore boating, school and other com- 
munity groups. Although directed 
primarily at operators of the na- 
tion’s five million outboards, the 
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film’s safety points are applicable 
to all pleasure craft. Viewers 
learn virtually every phase of out- 
board boating, from mounting the 
motor and launching the boat to 
correct docking methods. Included 
are scenes on water-ski_ safety, 
harbor navigation, and staying 
afloat in rough weather. 


For Further Information Circle 53 on Card 


Guidebook to a Life Agency 

Written for newcomers in an 
agency office, “Handbook for the 
Life Insurance Office” answers 
many questions about life insur- 
ance in simple language. It is de- 
signed to save much of the costly 
process of breaking in a new office 
employee. The author, Fred A. 
Lumb, CLU, is a veteran general 
agent and author of two previous 
books. Single copies are $2, less in 
quantities. 


For Further Information Circle 54 on Card 


Insurance Guide for Churches 

Revised edition of “A Guide to 
Property and Casualty Insurance 
on Churches” has been prepared by 
the Association of Casualty and 
Surety Companies. 

Booklet places before the gov- 
erning body of a church a com- 
plete insurance program for a well- 
run organization and outlines the 
steps essential in keeping insur- 
ance up to date. Contents includes 


sections on surveying insurance 


———— =i / 
tially Gorkien y Y) 


"You take care of things here. I've got to 
find out what has happened to my loss 
ratio." 


needs, different types of coverage, 
the importance of loss prevention, 
and an appendix of insurance 
terms. 

Copies, at 10c apiece or $7 per 
hundred, may be obtained from 
the Research Department, Asso- 
ciation of Casualty and Surety 
Companies, 60 John Street, New 
York 38. 


Alarm for Your Car 
Gregory Sales Company makes a 
Police Auto Alarm which attaches 


inside the hood of an automobile 
and sets off the horn should any- 
one tamper with the car. A switch 
sets the alarm for the period the 
owner is away from the car. Any 
tampering with the motor activates 
the alarm’s double vibrators and 


operates the car’s horn. Alarm 


stops automatically 15 seconds after 


tampering is halted. Unit fits eithe: 
6 or 12 volt 
offers a 10-year guarantee. 


systems. Company 


For Further Information Circle 55 on Card 


Items for Fire Prevention Week 

Literature and posters for Fire 
Prevention Week, October 4-10, 
are now available from the Na 
tional Board of Fire Underwriters 
Materials include posters, stamps 
and stickers, educational booklets 
inspection blanks, and kits f 
radio and TV spot announcements 
NBFU will send descriptive shee 
and order blank to anyone request 
ing one. 


For Further Information Circle 56 on Card 


. 

Data Retrieval System 
General Precision 
and Filmsort 
nounced a new electronic system 


Laboratory 
Company have an- 
for selecting one card from thou- 
sands or millions in a file. The 
system within 
after dialing a code number on a 

Continued on page 68 


operates seconds 
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New Products and Services 


Continued from page 67 


telephone-type device to select the 
particular file card. The auto- 
matic equipment can be activated 
by punched cards, or punched or 
magnetic tape as well as by elec- 
tronic dialing. 

Extending the equipment’s use, 
closed-circuit television can be com- 


bined with the retrieval gear to 
transmit an image of the dialed 
record to a TV screen at the execu- 
tive’s desk. With this arrange- 
ment, called Telecard, the file docu- 
ments can be viewed simultaneously 
by any number of persons at 
various locations. 


For Further Information Circle 57 on Card 


Draw Better Traffic Diagrams 


A template for making scale dia- 
grams of accidents and other lay- 





the property 


value since then. 


When you buy a house, the lender requires you to take out 
enough insurance to cover the loan. This is fair and reasonable. 
But a mortgage loan is seldom more than 804% of the value of 
probably much less. 

If your home burned to the ground, therefore, you might be 
unprotected for a large part of the cost of replacement. 

Check your insurance. Make certain that you are covered 
for the full value of your home at today’s replacement costs. 
Even if you were fully covered when you bought the house a 
few years back, you may find it has increased substantially in 


If you have any doubt about the adequacy of the insurance 
on your home, don’t delay. Get in touch with your independ- 
ent insurance agent or broker. He will gladly advise you how 
much coverage you need. Ask him to arrange for your full 
protection with Atlantic. You cannot live in half a house. 


Business Established 1842 


THE ATLANTIC COMPANIES 
ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
Home Office: P. O. Box 6, Wall St. Station « New York 5 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 


HOME OFFICE DivIsion— Head Office: P.O. Box 6, WaLL Street Station, New York 
Baltimore, Boston, Charlotte, Dallas, Houston, Newark, New Haven, New Orleans 
Philadelphia, Pittsburgh, Richmond, Syracuse 
MIDWEST DIVISION — Head Office: 223 W. JacKSON BouLEvarD, CHICAGO 
Cincinnati, Columbus, Detroit, Grand Rapids, Indianapolis, 
Milwaukee, Minneapolis, St. Louis 
PACIFIC DivIsiON—Head Office: 361 CALIFORNIA STREET, SAN FRANCISCO 
Seattle, Portland, Los Angeles 





TO THE MAN 
WITH A MORTGAGE 














This advertisement appears in the Country’s leading newspapers 


outs of cars and trucks on roads 
and drives has been produced by 
the Traffic Institute of Northwest- 
ern University. It can be used by 
police traffic personnel, accident in- 
vestigators for insurance com- 
panies, traffic engineers, and safety 
officials. 

The device, 10 x 334 in. in size, 
is an improved version of one de- 
veloped in 1952. Designer is J. 
Stannard Baker, the Institute’s di- 
rector of research and development. 
Seale diagrams of accidents and 
other traffic situations can be 
drawn quickly with the template 
to accurate scales of 10 and 20 feet 
to an inch. The template is avail- 
able also for the metric system. 

A 20-page manual accompanies 
the new template. Price is $2, or 
$1.60 each for five or more. 


For Further Information Circle 58 on Card 


Computers by the Hour 


Beginning in 1960, IBM com- 
puters can be “hired” by the hour. 
IBM will establish Datacenters in 
New York, Chicago, Los Angeles 
and other major cities to which 
companies can send their own 
programmers and operators to 
process material. Each of the cen- 
ters will house a million dollar 
IBM 7070 plus peripheral equip- 
ment. 

The new service differs from 
the corporation’s Service Bureau 
because companies can do their 
own work with their own opera- 
tors at the Datacenter. The cen- 
ters will be under the direction 
of the company’s Data Processing 
Division. 


For Further Information Circle 59 on Card 


Device for Artificial Respiration 

Park Surgical Company is the 
distributor for a new life-saving 
device called Resusitube, used for 
artificial respiration. The Resusi- 
tube is an S-shaped plastic device 
providing a mouthpiece for the 
rescuer and a breathing tube for 
the victim. With it, the new, ap- 
proved “mouth-to-mouth”’ method 
for reviving victims of drowning 
and other asphyxiation accidents 
“an be performed more easily and 
effectively. 

The Resusitube Airway is avail- 
able in two sizes: adult/child over 
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3, and pediatric size. Instruction 
for use is simple, and device is 
small enough to be carried in 
pocket or bag. 


For Further Information Circle 60 on Card 


All-Purpose Electric Stapler 


The Staplex Company offers the 
Staplex S-54, described as an all- 


purpose stapler for general office 
use. Machine is activated by in- 
serting the material to be stapled. 
There are no hand or foot controls. 
Since the machine operates only 
when work is fed into it, wear is 
kept to a minimum. It has no 
motor, hence does not hum, does 
not have to be turned on or off, 
and has no set time cycle. Power 
supply is activated by a fool-proof, 
single contact control. 


For Further Information Circle 61 on Card 


Controlling Industrial Noises 

Industrial Acoustics Company, 
Inc., has published a 24-page book- 
let, ‘“‘An Introduction to Noise Con- 
trol.””’ Written for business execu- 
tives unfamiliar with the methods 
of overcoming noise problems, the 
brochure illustrates the many 
noise control products made by In- 
dustrial Acoustics. Included are 
applications for air conditioning 
systems, the aviation industry, and 
soundproof rooms for medical and 
research fields. 


For Further Information Circle 62 on Card 


TV for Sales Meetings 

Boosting sales with better com- 
munications between field men and 
the home office is shown in a study 
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prepared by TNT Tele-Sessions, 
Inc. Titled “Closed-Circuit Com- 
munications and the Life Insurance 
Industry,” the study points out 
that the direct “over the desk” ap- 
proach with distant salesmen is 
possible by means of closed cir- 
cuit TV. Topics suitable for this 
medium are sales promotion, train- 
ing, refresher courses, and planned 
advertising campaigns and tie-ins. 
The study is offered free by TNT 
Tele-Sessions. 


For Further Information Circle 63 on Card 


Who 
Writes 
Just 
About 


Everything ? 
Vi 


Today is a good time 


to investigate the exclusive 


BROKERAGE OPPORTUNITY 


with the GO Company 


Contact Edward R. Nadalin, 


Digest of Convention Locations 


The ninth annual edition of 
“Digest of Convention Locations,” 
published by Robert F. Warner, 
Inc., hotel sales consultants, is 
available to executives in charge 
of selecting meeting sites for their 
organization. 

It contains information on the 
meeting facilities of 73 resort and 
city hotels in the United States, 
Mexico, Canada, and Bermuda. 


For Further Information Circle 64 on Card 


LIFE: 


NON-PARTICIPATING 
PARTICIPATING 
STANDARD 
SUB-STANDARD 
ORDINARY 

SPECIAL 


ACCIDENT AND SICKNESS: 


DISABILITY INCOME 


GUARANTEED RENEWABLE 
HOSPITALIZATION 


NON-CANCELLABLE ACCIDENT 
and SICKNESS 


MAJOR MEDICAL 


GROUP: 
PURE GROUP 
SMALL GROUP 
FRANCHISE 
PENSION TRUST 


GUARANTEED ISSUE 
INSURED INSURABILITY 


COMPLETE REINSURANCE 
SERVICES 


In lige 


Assistant Vice President and Director of Brokerage 


REPUBLIC NATIONAL LIFE 


Tiivconceifaagmeey 


DALLAS, TEXAS 


NOW IN 40 STATES, DISTRICT OF COLUMBIA, HAWAII, 


AND PUERTO RICO. 


you can easily check for yourself 





Errors and Omissions Policy 
Protects Banks and Trust Firms 


NEW CONTRACTS AND POLICIES features indemnity 
for trustee of property involving real estate 


St. Paul Fire & Marine has an- 
nounced a new policy covering er- 
rors and accidental omissions by 
banks and trust institutions. Cov- 
erage protects against possible 
losses on property held in trust if 
the trustee accidentally allows reg- 
ular insurance coverage to lapse. 

One policy covers all the in- 
sured’s legal liability for claims 
made while the contract is in ef- 
fect, regardless of when the error 
or accidental omission occurred. 
Excluded are risks covered by title, 
life, accident or sickness insurance, 
or surety bonds. 


For Further Information Circle 226 on Card 


4-Month Family Auto Plan 

Valley Forge Insurance, subsidi- 
ary of American Casualty of Read- 
ing, Pa., has introduced a new auto 
insurance program in 26 states. 
The “Acco Electromatic” used the 
broad standard Family Auto Li- 
ability policy, amended to delete 
the short rate table and to provide 
for automatic continuation by pay- 
ment of the premium. 

The plan uses a four-month-term 
policy as the basis. However, cover- 
age can be written for 8 or 12 
months at two or three times, re- 
spectively, the base rates. No in- 
stallment premium payment plans 
are available. 

Electronic data computing equip- 
ment is widely used. With the four- 
month basic policy and multiples 
thereof, all accounting, statistical 


70 


WHAT THE NUMBERS MEAN 


If you would like more information about one or 
more of the policies or lines reviewed here, circle 
on the card between pages 72 and 75 the number 
or numbers following those items. Write your name 
and address on the card and drop it in the mail. 


and collection records are available 
from cutting one card. This master 
card also permits renewal, and one 
run develops all notices, as well as 
the home office record. 

A new classification, known as 
“2AM,” gives preferred treatment 
to the married man between 21 
and 25. According to statistics 
studied by the company, this group 
accounts for 40 per cent less loss 
costs than his unmarried contem- 
porary. 


For Further Information Circle 227 on Card 


Department Store Insurance 


Pan-American Life and D. H. 
Holmes, Ltd., department store in 
New Orleans, have set up a Cus- 
tomer - Insurance Plan for the 
store’s charge and credit plan cus- 
tomers. 

A Pan-American policy is avail- 
able to these customers at a flat 
$10 per year premium. Face 
amounts are graded by age and run 
from $2,000 (up to age 30) down 
to $250 (for age 60 to 65). Should 
the customer die, any amount owed 
to the store will be deducted, and 
remainder of the policy’s face 
amount will be paid to the bene- 


ficiary named by the insured. No 
physical examination is required. 
Premium is payable once a year 
and will appear as a regular charge 
on the customer’s store statement. 


Above are officers examining the 
new contract: (from left) Hugh 
Evans, president D. H. Holmes; 
Wallace B. Schmitz, vice president, 
Pan-American group department; 
Crawford H. Ellis, president, Pan- 
American; J. B. Donnally, Pan- 
American vice president. 


For Further Information Circle 228 on Card 


When Three Is a Group 


Nationwide’s Employee Family 
Plan provides protection for 
groups of three to 24. Coverage 
includes life, accidental death and 
dismemberment, and_hospitaliza- 
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tion and surgical benefits for the 
entire family. Package also con- 
tains optional clauses for supple- 
mental accident and specified dis- 
eases benefits. Weekly income 
benefits are available for employer 
and employee. 


For Further Information Circle 229 on Card 


Policy with Option on Annuity 

Life of North America has 
brought out a participating life 
paid-up-at-90 policy called ‘The In- 
dependence.” One feature is a spe- 
cial retirement option. At any 
time after age 55 and after the 
policy has been in force 10 years, 
the policyowner can make a cash 
deposit sufficient to increase the 
monthly life income to $10 a month 
per $1,000 of face amount. Thus 
the purchaser can in the future 
transfer some of his capital into 
the policy and secure a guaranteed 
life income at today’s annuity 
rates. 


For Further Information Circle 230 on Card 


Monthly Finance Plan 

Corroon & Reynolds Group offers 
a Monthly Finance Plan allowing 
an option of 10 or 30 equal pay- 
ments on policies issued by mem- 
ber companies. The 10-payment 
plan is available on premiums to- 
taling $150 or more, the 30-pay- 
ment plan on term policies with 
premiums of $300 or more. 


For Further Information Circle 231 on Card 


Dividends Cover Increase 

United States Life has an- 
nounced a ‘Modified 3” life insur- 
ance plan on which premiums are 
75 per cent of the full rate for the 
first three years. Described as a 
participating contract at non-par- 
ticipating cost, the policy goes up 
to full cost in the fourth year. 
However, according to present divi- 
dend scales, the dividend would 
cover the increased price. 


For Further Information Circle 232 on Card 


Family Agreement Rider 
North American Life of Chicago 
announces a Family Life Insurance 
Agreement, issued as a rider to 
any of the company’s permanent 
Continued on page 72 


September 1959 





ACCO Helps You Serve 


CONTRACTORS 


The United States is undergoing the greatest face-lifting in 


history. New roads—new industrial and commercial build- 
ings—schools—hospitals—utilities—shopping centers and 
housing projects are daily changing the face of America. 
Month after month, the construction industry establishes 
new highs in dollar volume. 

The services of talented bond agents and competent surety 
companies were never in greater demand. On your contract 
bond requirements, ACCO can offer proven skill . . . long 
experience . . . exceptional service . . . and preferred 


rates for qualified contractors. Plus across-the-board mul- 


tiple line facilities. Try ACCO on your next contract bond. 


AMERICAN CASUALTY 


60 Branch and Service Offices Coast to Coast 
HOME OFFICE—READING, PENNSYLVANIA 





2a eld 
AVIATION INSURANCE 





Pioneers of “aviation insurance,” the UNITED STATES AIR- 
CRAFT INSURANCE GROUP provides the aviation market, 
world-wide, with sound and dependable coverage as it has 
continually for over thirty years. 


@ Over 50 participating companies with combined 
multi-billion dollar assets is assurance of financial sta- { Pedy 


: “ AVI 
bility to meet any situation. ATION 


INSURAN 
c 
_— E 


@ A thirty year record of prompt and equitable claim 
and loss adjustments is assurance of prompt service 
whenever and wherever needed. 


@ It has been well said that a "U.S. 
Group” policy is “the most secure 
insurance contract ever issued in the 
history of the insurance business.” 


See that your clients have 
the sound protection of 
“U.S. Group” insurance 


UNITED STATES AVIATION UNDERWRITERS INC. 


Aviation Managers 


110 WILLIAM STREET + NEW YORK 38, N.Y. 
CHICAGO + ATLANTA * DALLAS + HOUSTON + LOS ANGELES * SAN FRANCISCO 











Colonial has many IDEAL PLANS 
for Business Insurance 


A good example is the 15 payment life policy. 


An illustration at age 35: 
amount of insurance $50,000 
annual premium $1,802.50 
cash value twentieth year $30,250.00 
total all annual premiums 27,037.50 
20th year Surrender net GAIN $ 3,212.50 


It provides: 
= equity for retirement # life insurance protection 
= certain tax advantages 


The 
5G) Colonial Life 


INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 


i 
fers 











New Contracts and Policies 


Continued from page 71 


plans of insurance. The basic pol- 
icy to which the Family rider may 
be attached must have a face 
amount of at least $3,000 on the 
husband for each $1,000 unit of 
Family coverage. Minimum amount 
for the Family Agreement is $1,000 
and maximum in force at one time 
$5,000. 


For Further Information Circle 233 on Card 


Two-Year Income Plans 

United States Life, New York, 
has added a more limited contract 
to its A&S portfolio. The new pol- 
icy insures income for two years 
against accident, and one or two 
years for sickness. Called Guaran- 
teed Renewable Income Protec- 
tion, the plans are available with 
four different elimination periods. 

Applications for up to $200 per 
month indemnity will be accepted 
on the new extended non-medical 
basis in men aged 18 to 45. 


For Further Information Circle 234 on Card 


Additional Protection Benefit 


North American Life Assurance, 
Toronto, offers a new term rider, 
called Additional] Protection Bene- 
fit. It is a 10-year renewable term 
contract with expiry date at age 
65, and is convertible to the anni- 
versary date five years prior to the 
expiry date. 

In the United States, the rider 
may be added at time of issue only, 
at age 18 to 55, to ordinary life or 
Preferred Income Protection. 

In Canada the rider may be 
added any time at ages 18 to 55 
to any ordinary life or higher pre- 
mium plans of $5,000 or more. 

Minimum amount of Additional 
Protection Benefit is $5,000. Maxi- 
mum is three times the amount of 
the basic policy. 


For Further Information Circle 235 on Card 


Contracts and Policies Notes 


American Casualty has added 
riders to its regular A&H policy 
Continued on page 76 
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Bookshelf (Continued) 


The writer is preparing a mort 
released at a later date. 


For further Information Circle 27 


1959 Insurance Almanac 

“The Insurance Almanac,” 1959 « 
tributed to subscribers. This 47th 
1,088-page directory of insurance infor 
is the Underwriter Printing and Publis 
costs $7.50 plus postage. 


For Further Information Circle 27 


Studies on Atomic Liability 

The Atomic Industrial Forum, assoc 
industry, announces a three-unit “books 
ance and legal fields. Studies deal wit 
insurance, and indemnity. 

The first report, comprising 65 pagé 
cial Protection against Atomic Hazard 
Columbia University. It discusses thé 
ing compensation for those who suff« 
atomic power development 

The second title, “Nuclear Liabilit 
demnity,” is a monograph of 28 page 
the basic points of difficulty raised by 
insurance and government indemnity 
Che third of the series, “Inter? 
Financial Protection against Nuclear | 
prepared under the auspices of the Harv 
Here is examined the problem of | 
installations built with the hel 
countries or which otherwise 
tional liability. 

Complete set is available for $7.5 
be purchased separately. 


For Further Information Circle 272 


Me MAIL THIS CARD Ei 


for more information about numbered 
items under “Products and Services,” 
“Contracts and Policies’ and ‘Bookshelf 





Bookshelf (Continued) 


Automation Forum Proceedings 

Reports from the automation forum of the Life Office 
Management Association have been published in a 416-page 
book. Included in the volume are transcripts of the talks 
given at general sessions of the Forum, and papers given 
by more than 50 speakers who addressed 18 panel sessions. 
Price to non-members is $8.25. 

For Further Information Circle 273 on Card 


UNINTERRUPTED 


Life Insurance in Pictorial Form : . 
The history of life insurance in America is recounted YEARS 

with many pictures in a new book published by Industrial 

Publications Company. Titled “The Great Provider,’ the 

book is illustrated both in color and black-and-white, and 


has a foreword by Holgar Johnson, president of the Insti- er i 
tute of Life Insurance. oS a. 


Along with the historical data and fine pictures, the book 


contains a number of anecdotes about such personalities as ] y 
Benjamin Franklin, George Washington, Abraham Lincoln IVT | ' 
and other figures of history. 160 pages. $7. 


For Further Information Circle 274 on Card 


Survey of Area Sampling 
“Handbook of Area Sampling” by John Monroe and A. NERVICK 


L. Finkner has been published by the Chilton Book Divi- 
sion. Area sampling has become widespread since 1943- 
1945 in surveys. The three-fold purpose behind this book 
is (1) to bring together the various definitions and pro- 
cedures involved in the construction of an area frame; (2) 
to illustrate the use of the frame in drawing a random 
sample; and (3) to show the adaptability of the materials 
to several commonly used sample designs. 
John Monroe is head of the Survey Operations Unit in 1799-1959 
the Institute of Statistics at the University of North PROVIDENCE, 
Carolina. A. L. Finkner is a professor in the Department = 
of Experimental Statistics of the Institute of Statistics WASHINGTON; 
at North Carolina State College. INSURANCE| 
For Further Information Circle 275 on Card COMPANY®= . 
20 WASHINGTON PLACE, PROVIDEN 


Nui ail 


Basic Text for Life Courses 


“Life Insurance” by Dan M. McGill discusses the latest 
material and developments in a vast field. Assuming no 


prior knowledge of the subject, the author strives to treat THE OLDEST INSURANCE 
all phases of life insurance in the same depth. The legal COMPANY IN THE WORLD 
aspects of various contracts and programming are both 
developed more extensively than is usual in a basic text. 
Designed for use both in college classes and in company 
training programs, this volume takes a thorough and con- 
sistent approach to life insurance principles. 

Dr. McGill is F. H. Ecker Professor of Life Insurance 
and executive director of the S. S. Huebner Foundation for 
Insurance Education at the University of Pennsylvania. 
Publisher is Richard D. Irwin, Inc. 847 pages. $9. 55 FIFTH AVE., NEW YORK 


For Further Information Circie 276 on Card omeeencememnnse 
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Contracts and Policies 


Continued from page 72 


forms to comply with the “Metcalf 
Bills’ which became effective in 
New York State on July 1. A con- 
version policy is also available for 
issue to applicants being converted 
from certain group and family 
group hospital, surgical or medical 


expense coverages. Company will 
continue to offer its entire port- 
folio of A&H contracts in New 
York. 

Chesapeake Life, Baltimore, has 
increased dividends on all policies. 
Rates on dividends left to accu- 
mulate has been raised to 3% per 
cent. 

Federal Life and Casualty is 
currently handling the Nether- 
lands government insurance pro- 
gram for Dutch immigrants from 





Wi AY 


One of a series of great mutual efforts. 


ITS MUTUAL: 


The merry men of Robin Hood—Friar Tuck, Little John, 
Allen-a-Dale and the others—toppled a tyrant by mutual ef- 


fort and the lesson became a legend. 


It still works. With 


Northwestern, you compete with added advantages—-the mod- 
ern protection and established sav- 
ings of a strong mutual, the good 
service and good name of your own 
local agency. You’ll find clients wel- 
come it, and the feeling’s mutual. 


se) NORTHWESTERN 


MUTUAL INSURANCE COMPANY 


=< 


An agency 
agreement with 
Northwestern 
is a feather in 
your cap. 
Write today. 


WINGTON 


Chicago * Columbus ¢ Dallas * Denver * Houston * Los Angeles * Missoula * Chatham, N. J. « 
Oklahoma City * Phoenix * Portland * Raleigh ¢ Salt Lake City * San Diego © San Francisco ¢ Spokane ¢ 
St. Louis * Canada: Vancouver * Calgary * Edmonton © Saskatoon © Winnipeg 
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Indonesia. The Netherlands is the 
only country that gives insurance 
covering accident, hospital and 
surgical expenses to its citizens 
immigrating to the United States. 
Federal—for the third time—is 
supplying this insurance through 
the John Ter Avest agency in Bat- 
tle Creek. 

Fireman’s Fund has extended 
its Economy Plus auto insurance 
into Indiana, Iowa, Minnesota, Ne- 
braska, Wisconsin, and Ohio. Plan 
has been operating in the Far 
West for over a year. The 6-month 
premium is billed directly to the 
insured with copy to the agent 
who is notified if the premium is 
not paid. 

General American Life, St. 
Louis, has adopted a new proce- 
dure enabling policyholders to 
have the first premium for budget 
insurance (salary savings) poli- 
cies paid from their salaries, as 
well as subsequent premiums. 
Previously the first premium was 
payable at the time of application 
or at policy delivery. 

Life of North America has an- 
nounced reduced rates for women 
on policies with face amounts of 
$10,000 or more. 

Midland Mutual has adopted the 
guaranteed purchase option for 
buying future amounts of insur- 
ance up to $60,000. Maximum that 
can be purchased on any one op- 
tion date is $10,000, or the face 
amount of basic policy, whichever 
is less. 





“Of course you have to pass a rather 
rigorous insurance physical." 
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Mutual of Omaha is now offer- 
ing its Golden Anniversary line 
of health insurance in almost 
every state. 

New England Life has revised 
its basic life contract and has 
extended new benefits retroactive- 
ly to existing policyholders. Lan- 
guage in the contract has been 
simplified and capsule summaries 
of each provision are given. For- 
mat and policy envelope have been 
completely redesigned. For wo- 
men, premiums have been re- 
duced. Disability waiver  pre- 
miums are now the same as for 
men at the same age—no longer 
11% times the male rate. 

Zurich-American has extended 
its MERITmatic automobile plan 
into Pennsylvania, Alabama, In- 
diana, Iowa, Missouri, and Ne- 
braska. Plan is now available in 
13 states, with filings pending in 
several other states. 

Connecticut General Life has re- 
duced rates on its five-year renew- 
able and convertible term life 
plan. 

New York Life has added a con- 
version privilege for dependent 
children to its guaranteed renew- 
able hospital expense and major 
medical expense policies issued 
after July 1. Addition permits a 
covered child to obtain a conver- 
sion policy without evidence of in- 
surability when coverage under a 
family policy expires. Company 
has also dropped from individual 
life plans, the occupational extra 
premium formerly charged motor- 
cycle policemen, guards, jailers 
and keepers in prisons, and rail- 
road and mine guards. The extra 
premium for underground miners 
and other workers in iron mines 
has been reduced from $5 to $3 per 
thousand. 

Pacific Mutual Life will here- 
after issue all A&S policies on a 
guaranteed renewable basis. The 
company reserves the right to 
change premiums by class. The 
guarantee of renewability will ex- 
tend through age 65 for some poli- 
cies and through life for others. 
Included is a new hospital and 
surgical expense policy issued to 
people through age 80 and renew- 
able for life. 

St. Louis Blue Cross and Blue 
Shield have introduced new “Se- 
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lective” programs designed to in- 
crease the flexibility of benefits 
in certain groups. Employees in 
groups of 35 or more can select 
the range of benefits and level of 
dues they wish to pay. Many types 
of care and service in the physi- 
cian’s office are covered. For sur- 
gery, benefits of $200, $300 and 
$400 are available. Regular plan 
payments are $200 or $300. 
Wisconsin National Life has 
adopted a guaranteed insurability 
rider, issued at ages 0 to 37 in- 


clusive. On its dread disease pol- 
icy, the company has added can- 
cer and cerebral meningitis to the 
list of covered illnesses, and 
changed the name from “Polio- 
Plus” to “Cancer and Dread Dis- 
ease.” 

Fireman’s Fund is extending its 
low-cost Economy Plus automobile 
policy into Indiana, Iowa, Minne- 
sota, Nebraska, Wisconsin, and 
Ohio. Program has been in opera- 
tion in the Far West for over a 
year. 
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of the years during this quarter 
of a century, Equitable outranked 
all in those items which indicate 
size and importance. 

The agency staff was now being 
developed upon a theory that is the 
accepted practice of today. Every 
educational facility was provided 
the men in the agency ranks. James 
W. Alexander, president succeed- 
the founder, wrote in a letter to 
the managers and agents: “It is 
one of our proudest boasts that in 
the early days the Equitable came 
to be known as the ‘Agent’s Com- 
pany,’ for the same _ principles 
which have constrained the man- 
agement of the Society to guard 
and protect the interest of its 
policyholders have induced it to 
guard and protect the interests of 
its agents—not in a superficial way, 
but after looking into the future 
and carefully determining what 
measures will be best in the long 
run for those who work for us, so 
that the motto of the Equitable 
agent may be the motto of the 
Equitable Society—‘Not for a day, 
but for all time.’ ” 


Momentous Period 


From 1900 to 1909 was a period 
momentous for the Equitable as 
well as for all life insurance in the 
United States. In the findings of 
1906 and the panics of 1903 and 
1907, there were brought to light 
abuses which were the natural out- 
come of an era too intent on rapid 
growth. It was the inevitable 
check-up forced by a too prosperous 
and an over-expanding country 
rather than by the peculations of 
individuals. A persistency in the 
breadth and scope of the popularity 
of life insurance throughout the 
land brought it into the spotlight 
of public attention and required 
for it the same political supervision 
which were demanded of other in- 
stitutions of financial and public 
service. This searching investiga- 
tion enabled life insurance to fulfill 
its destiny upon a plane recognized 
as high. 

This era was well summed up by 
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New York’s Superintendent of In- 
surance Thomas Thacher, at the 
opening session of the 1959 cen- 
tennial. 

“Childhood has its diseases and 
adolescence its problems. The de- 
velopment of this industry was no 
different. Its growing pains were 
acute. I need only refer to the tem- 
pestuous days of 1905 and to the 
Armstrong legislation which fol- 
lowed. 


Public Interest Protected 


“Now, this is neither the time 
nor place to discuss symptoms of 
diseases that should not recur. I 
mention the fact with only one 
thought in mind—that vigor, en- 
terprise, and even audaciousness, 
went into the building of the life 
insurance industry as we know it 
today, and that along with those 
virtues came the excesses which 
called for the restraining hand of 
government. Companies like the 
Equitable supplied the enormous 
energy without which life insur- 
ance today would not represent one 
of the largest private collections of 
assets in the country. But to keep 
that energy in proper channels, 
some activities had to be banned; 
rules of the road and reasonable 
speed limits had to be prescribed 
if the public interest was to be pro- 
tected. These were provided by the 
process of State supervision. .. . 

“This process of offsetting ex- 








"We'd appreciate it, Niles, if you'd go along 
with us on our modernization program." 


plosive private growth with regula- 
tion in the public interest is an 
important part of the fabric of 
American economic history in the 
iast half century.” 

The Equitable accepted this 
dictum and through the years has 
served policyholders with ability, 
imagination and practicality. It 
was not surprising then to hear 
Frederick R. Kappel, president of 
the world’s largest industrial cor- 
poration, the American Telephone 
and Telegraph Company, compli- 
ment the field force of the Equi- 
table and indeed the American 
agency system in its entirety at the 
centennial. 


Thrift Not Easy 


“Thrift is not a habit that comes 
easily to most people—or to their 
governments for that matter. 
Thrift needs to be promoted. And 
we can hardly forget that Amer- 
icans are continuously being urged 
to spend their money here and now. 
An ever-increasing number of prod- 
ucts and services tempt us to keep 
putting our hands in our pockets. I 
am not against this by any means. 
At the same time, I am glad we 
have one industry which employs 
all the arts of salesmanship to per- 
suade people to save some of their 
money.” 

Group life insurance business 
was undertaken by Equitable in 
1911 and the first disability clause 
written in 1912. The company was 
on the threshold of its greatest 
growth. Financially it was pre- 
pared for it. In the field and at the 
home office a trained organization 
anxiously awaited it. The premium 
volume in 1916 totalled $59,438,- 
277. Average daily production in- 
cluding group was approximately 
$725,000 and at the end of the 
year policies outstanding in the 
Equitable numbered 634,442 for 
insurance of $1,607,089,581. The 
Society’s assets were in excess of a 
half billion dollars or $562,862,962. 

During the next 18 years the 
company carried vigorously for- 
ward. Since 1916 the Equitable’s 
clientele was a constantly expand- 
ing group. Its service did not falter 
during a panic, a world war and its 
post-depression period, nor through 
years of unheard-of prosperity 

Continued on page 80 
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Company Name Number of Electronic Engineers State, County, City 
A new "El Marketing Guide" book which Auber of Employees Minor Products Some tor Your Gan 
supplies a state - by - state, county - by - county, 
product - by - product breakdown of electronic Up - to - the - minute product data from about 
| manufacturers product data. (Book in excess of ? 4,600 companies in the electronic industries 


e 376 pages. ) e available in 35,000 IBM punched cards. 


These two new market research tools will enable you to spotlight the potential users of your products with a 
precision never before possible in the electronic industries and assist you in the marketing of your products. 


Electronic products in this “EI Marketing Guide” and in the deck of IBM cards are classified under 101 major 
product numbers. They are further subdivided into an average of 29 sub product classifications under each 
major classification by the IBM punched cards (approximately 2,900 products). 

Electronic manufacturers may acquire the “EI Marketing Guide” through a lease agreement with ELECTRONIC 
INDUSTRIES. A “deck” of the 35,000 IBM cards may be purchased for use on your own IBM facilities or on your 
local Service Bureau Corp. facilities. (80 Bureaus in U. S.) 

For full explanation of the content and uses of the “EI Marketing Guide” book and “EI” census data in 
punched form, contact any of the ELECTRONIC INDUSTRIES’ Regional Managers. 


PLUS ANOTHER "El" EXCLUSIVE 


Profile of Today's Electronic Engineer—What is the age of the “average” engineer? What is his income? 
How much money would he like to make in the future? What would prompt him to change companies? What is 
the worth of his liquid assets? How many children? The answers to these and many other questions about the 
personal and career side of the engineer can be gotten from a deck of 2,000 IBM cards. 
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with its consequent economic and 
financial debacle, which because of 
its duration and severity jeopard- 
ized every institution but life in- 
surance. 

In 1925, mutualization, which 
had been undertaken in 1917, was 


completed. In 1927 group annui- 
ties were inaugurated and in 1929 
monthly premium insurance was 
issued as well as general non-medi- 
cal. In 1934 the company began the 
writing of a Family Income policy. 

By 1945 the second World War 
was over and in that year the So- 
ciety granted full payment for 
claims on policies of those killed in 
the war and removed all restric- 
tions on civilian passenger flying. 
The premiums in 1945 totalled 


$421,031,000. Average daily pro- 
duction including group was $2,- 
200,000. Total insurance outstand- 
ing at the end of 1945 was $9,172,- 
440,000 and assets amounted to 
$3,849,439,000. 

Thomas I. Parkinson, president 
when the company celebrated its 
75th anniversary, politely referring 
to a topic which in those days was 
uppermost in the minds of all busi- 
ness, including the life insurance 
fraternity: 





Semi-Public Institutions 


“Government, looking at these 
great institutions, which have 
shown their soundness and their 
strength through these trying days, 
may be tempted to forget that they 
are semi-public institutions, serv- 
ing the public welfare. If that 
should happen it will be well for all 
of us to remember and to empha- 
size the public service that the 
whole institution of life insurance 
renders, and particularly the public 
service which this institution, the 
Equitable Society, renders, because 
it is primarily and outstandingly 
an institution of substantial people 
holding substantial amounts of life 
insurance for substantial purposes, 
such as the education of children 
and the continuance of business 
after the death of policyholder.” 

The recent years have seen the 
Equitable continuing its policy of 
ever greater security for its policy- 
holders on the most liberal possible 
terms. In 1951 In-Hospital major 
medical expense insurance was 
originated, and the next year, 
1952, this vital coverage was un- 
dertaken on a group basis. In 1954 
the protection was extended on an 
individual basis in and out of hos- 
pital and an adjustable whole life 
contract was introduced. In 1955 
Package Insurance Coverage giv- 
ing group insurance to firms with 
from ten to 24 employees was of- 
fered. 

In 1959 the Equitable celebrates 
its Centennial and looks forward 
to new generations of service with 
the welfare of the family and the 
strength of the nation in mind. In 
1958 the Society had written $1,- 
059,675,422 in premiums. Daily 
production of new business was 
$10,800,000 and there was an ag- 
gregate of $32,285,340,000 in in- 
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You are an insurance AGENT. In fact—you are (a) the 
agent of your clients and (b) the agent of the companies 
you represent. There are related interests involved but 
these ought not to conflict. 


Our first advertisement in this series touched on the 
implications of the word “Your” in your emblem slogan. 
That related to the client-agent relationship, Here we speak 
of the company-agent agreement. 


AY 


Because you are an Independent AGENT you do 
not obligate yourself to give all your business to this or that 
company. When you enter into a company Agency Agree- 
ment you do agree that such business as you give to that 
company and the company accepts, is to be governed by the 
terms set forth in the agreement. 


Aside from the basic agreement between company 
and agent, this relationship is quite similar to the other— 
with your clients. It is a matter of those involved in the 
agency arrangement proving up to the responsibilities 
undertaken. In addition to the words of an agreement there 
must be a spirit of co-operation if there is to be mutual 
satisfaction. 


The Commercial Union Group of Insurance Com- 
panies staunchly supports the agency system. Integrity, 
understanding and fair business practice have earned us 
the loyal support of many local Independent AGENTS of 
long standing. This is the best proof that we live up to our 
agreements, 
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surance outstanding and assets 
amounted to $9,297,661,868. 

At the Equitable Centennial in 
New York City the week of July 26, 
perhaps 50,000 were present at 
some one of its several sessions. On 
Sunday when the new 42-story 
home office building was dedicated, 
there were perhaps 10,000 includ- 
ing Mayor Wagner in attendance, 
at the Avenue of the Americas and 
51st Street. At the opening session 
on Monday, in Madison Square 
Garden, there were nearly 20,000 
including Cardinal Spellman. And 
so it went throughout the week, 
leaders in every walk of life were 
present to compliment the Equi- 
table on its hundred years of ser- 
vice. 


Comprehensive Program 


The program was a comprehen- 
sive one. Insurance was most 
dramatically presented as a bene- 
factor of the American people. Not 
only the Equitable Life but every 
insurance company will derive 
great advantage from the story 
which was told of service in the 
interest of welfare and security. 
Sunday was Dedication Day; Mon- 
day, Equitable Day; Tuesday, In- 
dustry Day; Wednesday, Progress 
Day; and Thursday and Friday, 
Leadership Days. Uniquely, each 
day linked the century past with 
the present as well as with the 
years ahead and with the theme of 
the meeting A TIME FOR DECI- 
SION. 

In a most scholarly address, 
President James F. Oates analyzed 
the present struggle for world 
opinion between the totalitarian 
governments of the Soviet and the 
free democracies of the West. 

“We intend to stay in the life in- 
surance business for many reasons 
—reasons which long since have 
been well recognized as establish- 
ing life insurance as a vital force 
for economic, human and _ social 
welfare. Every dollar of life insur- 
ance premium represents money 
earned and saved by the policyhold- 

y available for investment 
in plant to produce goods—money 
which pro tanto closes the gap be- 
tween spending for investment and 
saving. Let us never forget that 
the payment of these life insurance 

Continued on page 82 
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fl mean a more productive South 


Imaginative new uses of steel have brought 
this basic metal into the home in the form of 
furniture, tableware, and decorative accessories. 
Meanwhile, consumption of steel in 
manufacturing, shipbuilding, and 
construction continues at an unprecedented rate, 
Steelmaking capacity in the South has been 
increased 70% during the past decade... 
twice the national rate of increase. 


LIFE Sus? 
or GEORGIA 


SERVING THIS FAST-GROWING 
REGION SINCE 1891 














HAIGHT, DAVIS & HAIGHT, INC. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
INDIANAPOLIS 














E. P. Higgins & Co. 


(Frank M. Speakman Associates) 


Bourse Building 
Phila. 6, Penna, 


Consulting Actuaries 
Accountants 








GEe HO 
coveERA ME 
«oo Onn, 
4 
«+ 


AMERICAN FIRE & CASUALTY COMPANY 


OME OFFICE + ORLANDO, FLORIDA 
NATION-WIDE 

CLAIM 

SERVICE 


r 
© Surety BONDS * 








First Century 


Continued from page 81 


premiums is an anti-inflationary 
force—a force which tends to pre- 
serve the value of everyone’s dol- 
lar. For this everyone can and 
should be grateful. 

“Let us restore sanity to our 
business affairs by restoring con- 


No. 9 in an 
enlightening 
series of 

12 Broker-Type 
personalities. 


fidence in the future stability of 
the dollar. For without confidence 
in the stability of the dollar, we 
cannot have a workable and sound 
debt economy. And without a work- 
able and sound debt economy, we 
will not achieve the enduring 
economic growth which we must 
have for economic survival. 

“Let us believe with all our 
hearts and souls that, if we work 
at it, we in America and the West 
will meet and master the menace of 





Gloomy Knucklecracker 


Maybe knuckle-cracking’s fun, but it won't solve his problems. 
He should check with ANICO on our complete line of competi- 
tive plans (with competitive commissions!). Cracked your 


knuckles lately? 
ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

Income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Plan. 
Gtd. Issue on Pension and 
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TERRITORY FOR REPRE- 
SENTATIVES, BROKERS AND 


SPECIAL BROKERS 


Inquiries about these or other openings for 


those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 


inflation; and that we shall go on 
to become the victor in the vast 
struggle ahead. Free enterprise 
and free democracy will prevail 
over the slave society. 


Sanctity of the Individual 


“Now I believe that this will 
happen because our society recog- 
nizes the dignity and sanctity of 
the individual man. Our society 
recognizes man as an end in him- 
self and not as a mere instrument 
in an economic-political complex. 
Totalitarianism degrades man; we, 
on the other hand, believe that man 
is a sacred personality; that he, the 
individual, is the important unit 
in life and that the real aim and 
end of all government and all busi- 
ness is to develop and serve the 
dignity, welfare and vital impor- 
tance of the individual human 
being. 

“IT believe further that the con- 
trast between our well-being and 
the widespread economic misery 
elsewhere in the world is a problem 
of fundamental import for the 
spirit of America and the West. 
Nations, like people, will ultimate- 
ly be vindicated by their character 
and by their sense of purpose. If 
we ignore humanity and retreat 
into our smug, complacent world of 
privilege and _ self-sufficiency, we 
will corrupt our right to self- 
respect. But if we act, as we be- 
lieve, as if we are a crucial and 
vital instrument for the fulfillment 
of human aspirations everywhere, 
all humanity will sense some meas- 
ure of greatness in our dreams and 
derive inspiration from our pur- 
pose. We would then be giving to 
the world our most enduring 
heritage and our most inspiring 
promise—our belief in human free- 
dom and individual dignity.” 

In reviewing the story of the 
Equitable over the one hundred 
years; in thinking on its service 
to people individually and to the 
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nations the Society bulwarked, 
there remains in my mind as a 
most appropriate contribution to 
the week’s festivities an observa- 
tion by M. E. Ogborn, actuary of 
the Equitable Life Assurance So- 
ciety of London. Mr. Ogborn called 
attention to the fact that the 
initials of the Society read from 
right to left spell SALE. 
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And in the Future 


September 10-1!—Annual convention, Min- 
nesota Association of Independent In- 
surance Agents, Hotel Duluth, Duluth, 
Minn. 

September 1|1-12—Southwest Management 
conference, auspices General Agents and 
Managers of the Southwest, Statler-Hilton 
Hotel, Dallas. 

September 13-16—1959 Congress, Interna- 
tional Union of Marine Insurance, London, 
England. 

September 14-l16—Annual conference, As- 
sociation of Superintendents of Insurance 
of Canada, Algonquin Hotel, St. An- 
drews, New Brunswick. 

September 16-18—Annual meeting and 
seminars, Society of Chartered Property 
and Casualty Underwriters, Ambassador 
Hotel, Los Angeles. 

September 20-25—Annual meeting, NALU, 
Bellevue-Stratford Hotel, Philadelphia. 

September 21-23—43rd annual convention, 
National Association of Insurance Agents, 
Conrad Hilton Hotel, Chicago. 


September 27-30—Annual meeting, Interna- 
tional Claim Association, Americana Ho- 
tel, Miami, Beach. 

September 28-30—Annual meeting, LOMA, 
Edgewater Beach Hotel, Chicago. 

October 1I1-13—Annual convention, 
Association of Insurance Agents, 
aton-Gibson Hotel, Cincinnati. 

October 11-14—63rd annual convention, 
National Association of Mutual Insurance 
Companies, Adolphus and Baker hotels, 
Dallas. 

October 12-14—1959 International Systems 
meeting, auspices Systems and Procedures 
Association, Royal York Hotel, Toronto, 
Canada. 

October 12-16—54th annual 
American Life Convention, 
Beach Hotel, Chicago. 

October 19-21—29th annual meeting, Na- 
tional Association of Mutual Insurance 
Agents, Chase Hotel, St. Louis, Mo. 

October 19-23—47th annual National 
Safety Congress and Exposition, Conrad 
Hilton, Congress, Sheraton, Morrison, La 
Salle, Palmer House, Chicago. 

October 21-23—Association of Life Insur- 
ance Medical Directors, Hotel Statler, 
New York. 

October 22—Annual conferment luncheon, 
New York Chapter of the Society of 
Chartered Property and Casualty Under- 
writers, Hotel Astor, New York. 

October 26-28—Annual meeting, Life Ad- 
vertisers Association, Drake Hotel, Chi- 
cago. 

October 26-28—1959 convention, California 
Association of Insurance Agents, Biltmore 
Hotel, Los Angeles. 

October 28-30—lInstitute of Home Office 
Underwriters, Statler Hotel, St. Louis. 

October 29-31—19th annual meeting, Mid- 
West Management Conference, auspices 
General Agents & Managers Association 
of Indianapolis, French Lick, Ind. 

November 9-1!—Annual meeting, Society 
of Actuaries, Greenbrier, White Sulphur 
Springs, W. Va. 

November 9-12—Annual meeting, LIAMA, 
Queen Elizabeth Hotel, Montreal. 

November 16-18 — Individual Insurance 
Forum, Health Insurance Association of 
America, Biltmore Hotel, New York. 

November 30-December 4—Winter meeting 
National Association of Insurance Com- 
missioners, Fontainebleau and Eden Roc, 
Miami Beach. 
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(100 pages of valuable information) 
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We will be glad to send you a supply 
of these brochures and booklets — 
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ance, is a full-time job requiring a 
full-time agent. .. . 

“Second, we recognize that the 
securities business has a proper 
and important place in the Amer- 
ican economy, and Metropolitan 
wants to make it clear that we do 
not object to such investments by 
purchasers who are in a position 
to understand and to assume the 
risks involved. But first should 
come a sound insurance program, 
and it takes the best of salesman- 
ship to sell this intangible protec- 
tion against future contingencies. 
We do feel strongly, however, that 
the sale of securities should not be 
intermingled with the life insur- 
ance business. .. . 

“As we see it, the purchaser of 
a life insurance contract obtains 
certainty and the guarantee of pre- 
determined, fixed-dollar payments. 
The risk of investment loss under 
such contract is borne completely 


by the life insurance company. The 
purchaser of a security, on the 
other hand, assumes himself the 
full investment risk. This matter 
of risk-taking makes a vast differ- 
ence. . 

“Are not the sales presentations 
different? Surely a vastly different 
type of sales presentation must be 
used in selling securities from that 
required in selling life insurance. 
In life insurance we are striving 
to protect the public against the un- 
certainties of life. We are selling 
a house of protection. Our con- 
tracts provide for predetermined 
fixed-dollar payments and we prom- 
ise to perform irrespective of the 
business conditions prevailing at 
the time. In selling guaranteed 
dollars for future delivery, must 
not our agents fight inflation at 
every turn?... 

“A salesman selling mutual 
fund shares, however, may point 
out that we live in an expanding 
economy and that the companies 
in which his fund is invested offer 
an opportunity to share in the 
economic growth of the country. 





“But to strengthen his argu- 
ment, is it not probable that he 
will turn the prospective pur- 
chaser’s attention to the dangers 
of future inflation? Will he not 
point out that today we have fifty- 
cent dollars and that some econ- 
omists believe that we may be 
faced with inevitable creeping in- 
flation? The inference will be that 
an insurance policyholder will be 
helpless to protect himself against 
future inflation while mutual 
funds, being based on investments 
in common stocks, will provide an 
opportunity to hedge against in- 
flation. . 


Many Might Be Misled 


“Will the public be misled? The 
public, over the years has come to 
identify life insurance agents with 
the companies’ products, offering 
safety and certainty. We are con- 
cerned that permitting these same 
agents to sell securities might well 
prove to be misleading to a great 
many people. We think our policy- 
holders might come to believe we 
had somehow taken the risk out 
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of shareholding. Come a supstan- 
tial market turndown, these people 
could easily blame the institution 
of life insurance and feel that “The 
Light That Never Fails’ had, to 
say the least, been considerably 
dimmed. 


Advertising No Confidence 


“It seems to us that any life 
insurance company which author- 
izes its agents to sell securities is 
in a very real sense advertising 
that it no longer has confidence in 
its own products of guaranteed 
dollar contracts. Our business is 
the continued sale of life insurance 
protection and our ability and that 
of our agents to sell this protec- 
tion in the future depends upon the 
continued confidence of the public 
in our product. Nothing should 
be done, in our opinion, to shake 
that confidence or to put in jeop- 
ardy the wonderful reputation en- 
joyed by the life insurance busi- 
ness.” 

The group favoring dual licens- 
ing was equally insistent that only 
when the life agent is permitted to 
sell both life contracts and securi- 
ties can he serve adequately the 
financial needs of his customers. 

Nationwide Life of Columbus 
now licenses its agents to sell mu- 
tual fund shares. So Murray D. 
Lincoln, president of the company 
and also board chairman for its 
subsidiary mutual fund, expressed 
the views of those favoring dual 
licensing. 

“By nature and of necessity, 
man has everlastingly pursued his 
inherent right to acquire property 
and to improve his financial status. 
His ability to do so, his motives 
for so doing, and the methods 
available to him—all of these have 
undergone perceptible change in 
our time. 

‘And there will be more changes. 
There will be new developments in 
the field of personal financial af- 
fairs just as surely as there must 
be progress in the fields of medi- 
cine and surgery, products and ser- 
vices, manufacturing and distribu- 
tion. 

“The individual no longer seeks 
only to provide the necessities and 
comforts of today; he strives si- 
multaneously to protect himself 

Continued on page 86 
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The Protecting Hand emblem of 
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and his family against the uncer- 
tainties of tomorrow... . 

“Insurance is the best known 
hedge against deflation; mutual 
fund shares are an excellent hedge 
against inflation. Obviously they 
would serve different purposes in 
any long range plan to attain fi- 
nancial security. 

“T use the word ‘hedge’ deliber- 
ately to emphasize the indisputable 
fact that there is no financial pro- 
gram—no plan involving the use 
of money—that is immune to all 
elements of risk. Perhaps the 
greatest risk is taken when money 
is kept under lock and key where 
its purchasing power will surely 
be decreased if our current infla- 
tionary trend continues—as_ well 
i 


Intelligent Choice Needed 


“It has been said that security 
is not attained by trying to avoid 
all the risks, but by making an 
intelligent choice among the rec- 
ognized risks, and balancing one 
against the other. 

“Management at Nationwide be- 
lieves that a program which in- 
cludes adequate insurance protec- 
tion, supplemented by mutual fund 
investment, does precisely that. It 
balances the risks. 

“The principle involved here is 
purchasing power. Not how many 
dollars can be saved, but how much 
purchasing power can be set aside 
for future use. 

“The fixed amounts in insurance 
contracts decrease in value in pe- 
riods of inflation, while mutual 
funds tend to increase in value. 
They take opposite courses in pe- 
riods of deflation. Thus the risks 
are balanced; purchasing power is 
stabilized irrespective of economic 
fluctuations. 

“The question now arises wheth- 
er it is proper—indeed, is it law- 
ful—for a life insurance agent to 
sell both insurance policies and mu- 
tual fund shares. 

“The legal aspects of this ques- 
tion I’m sure will be thoroughly 
discussed by designated counsel for 
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Portion of Insurance Code Invoked 


Against Dual Licensing 


Superintendent Stowell quoted the following portion of the Ohio law in his ruling 


of May 22 banning dual licensiing: 


Section 3911.20 of the Revised Code of Ohio states in part: 


No life insurance company doing business in that state, or any officer, agent, 


employee, or representative thereof, nor any other person, shall pay, allow, or give, 
or offer to pay, allow, or give, directly or indirectly, as an inducement to insurance, 
nor shall any person, partnership, or corporation knowingly receive as such induce. 
ment to insurance, any rebate of premium payable on the policy or any special 
favor or advantage in the dividends or other benefits to accrue thereon. or any 
special advantage in the date of a policy or date of the issue thereof, or any 
valuable consideration or inducement. Nor shall such company or person give, 
receive, sell, or purchase, or offer to give, receive, sell, or purchase, as inducements 
to insurance or in connection therewith, any stocks, bonds, or other obligations or 
securities of any insurance company or other corporation, association, partnership, 
or individual, or any dividends or profits to accrue thereon, or any paid employ- 
ment or contract for service of any kind, or anything of value; nor shall such 
company or person give or offer to give, or enter into any separate agreement 
promising to secure, as an inducement or consideration for insurance, the loan of 


any money, either directly or indirectly, or any contract for services.’ 


all parties of interest. Neverthe- 
less, I am impelled to say that, in 
my opinion, such a sales and ser- 
vice program does not in any way 
conflict with the letter of the law, 
with the spirit of the law, nor with 
the intent of the law. 


Highly Desirable 


“IT believe that the sale of mu- 
tual funds by insurance agents is 
not only proper but is, in fact, 
highly desirable. 

“Who, may I ask is better quali- 
fied to sell mutual fund shares than 
the trained life underwriter who is 
acquainted with the prospect’s fam- 
ily status, his financial circum- 
stances, his obligations, his hopes 
and desires? 

“In the state of Ohio it is possi- 
ble to purchase mutual fund shares 
by mail, with no questions asked 
about the purchaser’s ability to as- 
sume the risks involved. Is this 
more desirable than the face-to- 
face sale by a life agent who can 
evaluate the prospect’s needs? 

“And who, I ask, can sell mutual 
fund shares or insurance with 
greater impartiality than the agent 
who has both products? 

“Is the person who sells only 
mutual fund shares likely to con- 
sider his prospect’s need for in- 
surance? Is the agent who sells 
only life insurance likely to advise 
the client that he has a greater 


need for mutual funds—or some 
other equity investment? 

“We must recognize the fact that 
every salesman is himself an indi- 
vidual in search of income and 
security—both of which are depen- 
dent on his ability to sell. It is 
natural and it is to be expected 
that if he has only one product to 
sell, he will be inclined to sell that 
product regardless of the custom- 
er’s needs. 

“Certainly it is in the public in- 
terest that the prospect be offered 
a choice of products, and that the 
offer be made by someone who is 
qualified to help him make that 
choice that best fits his personal 
circumstances.” 


Legislative Action? 


As the matter stands now, life 
agents in Ohio may sell mutual 
funds and other securities if they 
have fulfilled all the state’s train- 
ing and examination requirements. 
Superintendent Stowell has said he 
believes “any outright prohibition 
against dual licensing would re- 
quire legislative action.” 

He added that a 14-man life in- 
surance advisory committee, ap- 
pointed recently by Governor Mi- 
chael DiSalle, would be asked to 
assist in setting licensing require- 
ments for agents desiring to sell 
variable annuities when those con- 
tracts become available in the state. 
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Replacement Cost 


Continued from page 41 


ment cost at the time of the loss 
or to bear the loss himself to the 
proportion of the deficit. But this 
is not the same thing as the coin- 
surance clause that is standard in 
New York, for example, where the 
actual cash value recovery of the 
insured may be affected by the op- 
eration of the clause. 


Relieves Adjuster 


The chief advantage of these 
qualifying conditions in the re- 
placement cost coverage is that in 
most cases it should relieve the ad- 
juster of the difficulty of determin- 
ing the actual cash value of the 
building. Difficulties attending that 
determination, particularly where 
the standard coinsurance clause is 
in the policy, have been discussed 
at length many times by others. 

In every case where the loss ex- 


ceeds $1,000 and 5% of the ap- 
plicable insurance, the adjuster 
should determine with accuracy the 
full replacement cost of the build- 
ing. No doubt this is a statement 
of the obvious. But he should do 
this whether or not the adjustment 
will be concluded on an actual cash 
value or replacement cost basis be- 
cause of the value of the informa- 
tion to the underwriters. Our 
claim and loss field men are re- 
quired to notify the underwriter, 
on a form provided for the pur- 
pose, of each case where the 
amount of insurance is less than 
80% of the replacement cost, 
whether or not we have issued a 
form of replacement cost coverage. 
This is an effective tool for produc- 
ers to aid in bringing insurance up 
to replacement cost value. 

The method of determining the 
full replacement cost of the dam- 
aged or destroyed building may 
vary in a number of respects and 
is not without difficulty if the loss 
is extensive. Some Homeowners 
policies exclude from this step the 
value of excavations, underground 
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flues and pipes, underground wir- 
ing, drains, brick, stone and con- 
crete piers, foundation and sup- 
ports even though those items are 
subjects of insurance. But the 
Dwelling Building(s) Special Form 
requires by inference that the en- 
tire structure be included in the 
valuation. 


Opinion of Builder 


Unless the building is relatively 
new and the original cost is known 
so that the replacement cost can 
be calculated by a Handy Appraisal 
Chart or similar device, the best 
procedure is to secure an opinion 
from a reliable builder who is will- 
ing to do the work for the price 
he names. Or, if the loss is of a 
fixture, a reputable supplier or in- 
staller should be similarly em- 
ployed. 

The employment of the building 
expert in the larger losses to older 
structures is essential in my opin- 
ion if a fair evaluation is to be 
made. The obvious limitation of 

Continued on page 88 
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measuring the cubic area and using 
the U. S. average cubic foot rate 
from an appraisal] chart is that a 
specific building is rarely average. 

Suppose now that the policyhold- 
er has qualified for the benefit of 
full replacement or repair cost. 
According to the conditions in the 
contract, the insurer is not liable 


unless and until the repair or re- 
placement is completed and for no 
more than the least of either 

(a) the policy limit, 

(b) the replacement cost of the 
building structure or any part 
thereof identical therewith on the 
same premises and intended for the 
same occupancy and use, or 

(c) the amount actually and 
necessarily expended in repairing 
or replacing for the same occu- 
pancy and use. 

These provisions are straightfor- 
ward enough not to create difficult 
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questions of interpretation, but 
they lead into some hard questions 
in application. 

An example of easy application 
is this. We had a claim for the 
loss of a structure in California 
covered under Homeowners B. The 
floor plan shown to us after the 
fire that totally destroyed the 
building indicated a series of bed- 
rooms along either side of a corri- 
dor extruding back from the parlor. 
Curiously there was no kitchen and 
in each bedroom there were plumb- 
ing facilities. This brief descrip- 
tion may explain why the building 
could not be replaced for the same 
occupancy and use. It was not re- 
placed and thus the policy should 
respond for only the actual cash 
value of the loss up to the policy 
limit. 

The most troublesome applica- 
tion of these limits occurs either 
where the policyholder does not 
want to repair or replace at the 
time of the loss, or where the dam- 
aged item cannot be replaced with 
an identical item so that the ad- 
juster is required to determine the 
replacement cost of the damaged 
item. The trouble is not removed 
by the requirement that the in- 
surer shall not be liable unless and 
until actual repair or replacement 
is completed. 

This creates a policing problem 
that can greatly increase claims 
expense by requiring two adjust- 
ments in the place of one and the 
keeping open of the claim file for 
a long time. Under the dwelling 
forms the assured need not decide 
what he wants to do for either 120 
days or “a reasonable time.” <A 
recommended procedure is to pay 
the actual cash value at once and 
later, if and when, the work is 
complete, or the assured decides 
what he wants, pay the balance up 
to the repair or replacement cost. 

This is a nuisance but I see no 
other way to avoid overreaching 
unless you elect to rely on the good 
faith of your policyholder or un- 
less the damage must be repaired 
to render the building useful or to 
prevent further damage. We can 
see little harm in at once paying 
the replacement cost of a hole in 
the roof or in winter the cost of 
restoring the heating system. 
Necessity here is a sufficient safe- 
guard. There should be less en- 
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thusiasm for laying out promptly 
the cost of restoring awnings dam- 
aged by snow. 

The loss involving items that 
cannot be replaced identically pre- 
sents an insoluble problem. An ac- 
quaintance of mine has installed 
in the living room of his home a 
ceiling that was taken piecemeal 
from a fourteenth century Italian 
monastery. It is priceless in the 
sense that no identical ceiling can 
be acquired. But if it were lost by 
a peril insured against, the ad- 
juster would be obliged to deter- 
mine the replacement cost and also 
to calculate the replacement cost of 
the entire dwelling with an irre- 
placeable ceiling. Assume that he 
does this, with the assistance per- 
haps of art experts. Up to what 
limit do we pay? Here the choice 
of the policyholder would be to re- 
place; the fact that it cannot be 
done is not his fault. Should he, 
in these circumstances, be deprived 
of the replacement cost because the 
ceiling cannot be replaced? 


Replacement Often Difficult 


This problem is not confined to 
the loss of rare objects of art that 
have been incorporated into build- 
ing structures. There are hun- 
dreds, perhaps thousands of eight- 
eenth century dwellings as well as 
later built structures in use today, 
the materials in which or the work- 
manship of which cannot be dupli- 
cated. Similarly there are constant 
changes in building methods and 
in the specifications of building 
materials used in modern building 
construction that make replacement 
of existing structures difficult, ex- 
pensive or impossible. 

What should the adjuster do in 
these cases? The limits here are 
not those in the contract, described 
above, but are the limit of the pol- 
icyholder’s reasonableness; that is, 
what he is willing to accept as a 
fair settlement of the claim. No 
doubt the adjuster will see many 
cases where the policy will respond 
for the amount of replacement cost 
even though the lost item is not 
identically replaced but is replaced 
with a comparable substitute. 

Related to this matter of the 
limit of liability are the questions 
arising where the repair or re- 
placement is rendered more costly 
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or is wholly forbidden by law. If 
the added cost is the consequence 
of a requirement that different ma- 
terials or a different form of con- 
struction be used, then the coverage 
should respond not for the actual 
cost of replacement but for what it 
would have cost to replace the iden- 
tical item lost. An illustration is 
the case where the burned dwell- 
ing is of frame construction and 
the building code requires the re- 
placement to be masonry and the 
cost of the latter exceeds the 
former. 
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We have not exhausted all the 
possibilities of uncertainty in the 
adjustment of replacement cost 
claims. Of one thing we can be 
certain: the variety of this form 
will become even more various. The 
new Texas homeowners policy ap- 
proved May 1 includes an extension 
to cover depreciation of real prop- 
erty that is quite different in 
phraseology from the existing 
forms. This steady increase in 
new forms of coverage calls more 
heavily on the analytical ability 
and ingenuity of the loss adjuster. 
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Most people want to save money. Any savings plan 
is commendable, but the Equitable Life of Iowa’s 
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to help you get right into the heart of an interested 
and the complete sales kit, including a 
phonograph training record, gets you there quick- 
ly. When the Career Life Underwriter works 
this presentation, he’s on the RIGHT ROAD. 
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Doremus & Co. 
Strudwick, 
Grubb-Cleland 
Sun Insurance 
Bruce Angus 


Office 


T 
Travelers Insurance 


U 

U. S. Aviation Underwriters...... 
S. C. Kingsley 

U. S. Casualty... 

U. S. Fidelity & Guaranty...... 
Van Sant, Dugdale & Co. 

U. S. Life 
Irving L. Appleman 


Ww 
Western & Southern... , 
Weodmen A. & 1L........scceces 
Ayres, Swanson & Assoc, 
Woodward & Fondiller........... 


THE SPECTATOR 





Come and Grow With Combined 


Almost one and one-half million 
persons in the United States carry 
Accident and Health policies written 
and backed by member companies of 
the Combined Group. 


No longer just a national organization, 
Combined is now licensed in Canada, 

Hawaii and Australia. Our expansion timetable 
calls for the establishment of Combined in the 
Far East, South America and in Europe. 


And while our global program progresses, we 
are continuing to select more general agents for 
remaining choice territories throughout America. 
As Accident and Health specialists, Combined 
offers agents some of the most saleable A & H 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas 


Hearthstone Insurance Company of Massachusetts, Boston 


First National Casualty Company, Wisconsin 


plans ever devised—plus the motiva- 
tional and ‘know how’ techniques that 
assure success. Two of our newest sales 
packages are: Combined’s Personal In- 
come Plan: for self-employed, corpora- 
tion officers and professional men—it’s 
lifetime income, both accident and sick- 
ness, with special renewal protection. Combined’s 
Wholesale-Franchise Plan: providing renewal 
guarantee on all groups and pre-existing on 
groups that qualify. 
We'll be glad to send you details about these 
two plans and also tell you about the many 
ways that Combined can help you to outstand- 
ing success in A & H selling. 


Combined Insurance Co. of America, Dept. 105 
5050 Broadway, Chicago 40, Illinois 


| Gentlemen: I am interested in further information about Combined 


and your sales packages. 


| Name____ 


! 
l Address__ 


For Further Information Circle 65 on Card on Page 73 








EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 


substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


- Midwestern Dept.: 314-317 FAIRFAX BUILDING, KANSAS CITY 5S, MISSOURI 
. NCE ° ; 
Home Office: GENERAL REINSURANC BLDG Pacific Dept.: 610 SO. HARVARD BOULEVARD,LOS ANGELES 5, CALIFORNIA 


400 PARK AVENUE, NEW YORK 22, N. Y. : 
Chief Agent for Canada: 360 ST. JAMES STREET WEST. MONTREAL, QUEBEC 




















